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Editor’s Mail 





Helps Clarify Problems 


“The presentation of ‘case histor- 
ies’ of specific instances where prin- 
ciples of credit management have 
been accepted and applied has done 
a great deal within the profession to 
clarify problems which each of us 

meets in our day-to-day function of 
) passing credits.” 

GeEorGCE F. BARBER 
Assistant Treasurer, Crucible Steel 
Company of America, Pittsburgh, 
Pa. 


Vv 


| For Graduate Research 


“As part of research work for 
' Graduate School of Banking thesis I 
would appreciate copy of article by 
G. W. Pierce which appeared in June 
' 1958 edition of Crepit AND FT- 
| NANCIAL MANAGEMENT under heading 
| Know Your Auditor; Has Four 
Ways to Act on a Financial State- 
ment’.”” 

IRA Moyer 






Assistant Auditor, Provident Trades- 
men Bank and Trust Company, 


Philadelphia, Pa. 
Vv 


Many Valuable Ideas 


“This is a good time to tell you 
that your publication has given me 
many valuable ideas during the 
years. Your editorial in the current 
issue is courageous and makes us 
proud to be on the membership list.” 

L. WINTHROP 


Credit Sales Manager, Meier & Frank 
Company, Inc., Portland 4, Ore. 
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Collection Letters Interesting 


“I read with great interest the 
three letters you published in your 
February 1959 issue, which were 
entered in the 20th Annual Dartnell 
Gold Medal competition for business 
letter excellence.” 

SAMUEL H. WEINRIB 


Credit Manager, New York Post, New 
York City. 















































































Howto bea hero 
to your sale 


A good credit manager is not always popular with the 
sales force. Frequently, he has to cancel a hard- 
earned order because of the risk involved. 

The Douglas-Guardian Plan for field warehousing 
inventory gives credit managers the assurance they 
need that the merchandise shipped will be paid for. 

Write or phone today for details. 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 
EXECUTIVE OFFICE: 118 North Front Street 
MAgnolia 5353 
36 Offices throughout the Country 
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EDITORIAL 


DALLAS—MAY 3-7 


ANY a successful career in credit management has evolved from inspira- 
tion or stimulus plus factual data and improved technique acquired at an 
annual convention of the National Association of Credit Management. 


At Dallas, Texas, May 3rd to 7th, 2,500 to 3,000 Credit and Treasury executives 
will gather for the 63rd annual Credit Congress. Men and women will meet to 
discuss their individual credit problems, to interchange ideas regarding modern 
methods of managing credit and office, training personnel, and coordinating 
operations for maximum profitable production and distribution. You are cordial- 
ly invited. 

Talks and demonstrations will be interspersed with Industry Credit Group 
meetings. There will be many opportunities to renew personal contacts and 
make new acquaintances that may prove invaluable throughout the year, when 
special problems arise or specific information on some account is needed. Not 
to be overlooked are the enjoyable entertainment features arranged for the 
evenings, after a full day of concentrated and constructive discussion. 


Two important panels at the general session, others in the Industry meetings, 
and addresses on economic trends will amplify the exchange of views, ideas and 
experiences so useful to your credit and financial department operations. 


Discussions on customer counseling, development of marginal accounts, gen- 
eral credit policies, and collection of the troublesome account will help all to 
better adapt their operations to meet the inevitable and to conform to the 
unavoidable, as well as harmonize with existing or changing economic conditions. 

The trail of credit and financial progress is littered with the debris of outworn 
devices and methods. Plans, systems and concepts have a rate of obsolescence 
just as does a piece of machinery. Originally serving their purposes, they tend 
to become encrusted with habit and tradition to a point where they actually 
become deterrents to new thinking. 

Any formula for success begins and ends with personal contacts. The rules are 
few, but exacting. Improve your career with new and renewed contacts at this 
annual gathering of the top credit and financial executives of the nation. You 
will establish new and higher goals, step up your initiative, fire yourself with 
enthusiasm and positive thinking, and equip yourself to give your best to the job. 

Why not telephone your Local Association Secretary right now for reservations 
and join us at Dallas—May 3-7, 1959—for your own benefit. By participating in 
this Credit Congress you will better prepare yourself to meet the increasingly 
complicated problems of modern credit management. 


EXECUTIVE VICE PRESIDENT 
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THE APRIL COVER 


ERE is a reverse “twist” to the 
H so-called “credit problem”, a 
case in which the “problem” is liter- 
ally a credit opportunity. In this in- 
stance the company’s first task was 
to convince a firm that it should pro- 
duce a product and that the company 
could make this possible. There was 
' no collection problem because the 
| company is protected by “irrevocable 
letters of credit”. 

Ronald Jeanmougin (second from 
left in the front cover group), treas- 


urer and controller of Vulcan Cin- 
cinnati, Inc., tells about it in his ar- 
ticle on page 12. In the picture (1 to 
r) are: Robert F. Romell, vice pres- 
ident—manufacturing; Mr. Jean- 
mougin; W. Douglas Beers, vice pres- 
ident—engineering and construction; 
and Elliott E. Wentworth, secretary. 
The author’s biography is on page 
12. 

Joining Vulcan’s engineering staff 
in 1940 after graduation from Yale 
(chemical engineering), Mr. Romell 
ten years later was named assistant 
manager of the engineering division 
and in 1952 assistant manager of the 
manufacturing division. Last year he 
was promoted to vice president and 
general manager of Vulcan Manu- 
facturing, and board member. 

Mr. Beers, Iowa State College grad- 
uate in chemical engineering, joined 
Vulcan-Cincinnati in 1951 as sales 
engineer. Four years later he be- 
came assistant manager of the engi- 
neering division. Last year he was 
advanced to vice president and gen- 
eral manager of engineering and con- 
struction activities, and became a 
member of the board. 

Mr. Wentworth, a son of the com- 
pany’s founder and in various man- 
agerial capacities since 1933, is now 
amember of the board and secretary 
of the corporation. Graduate of Dart- 
mouth College after majoring in po- 
litical economy, Mr. Wentworth is a 
member of National Association of 
Credit Management (Cincinnati). 


General Manager, Edwin B. Moran 
Official Publication of The National Association of Credit Management 
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@ INFLATION is a principal topic of conversation 
these days in Washington, both in Congressional 
circles and in the Administration. Among ac- 
tions recently proposed by the Administration is 
the establishment of a special non-Government 
committee composed of representatives of labor, 
management, finance, professions and other 
groups to help the President set five-year or 
ten-year goals for an expanding population and 
economy. (Many of our readers will recall that 
the National Association of Credit Manage- 
ment proposed the establishment of such a com- 
mittee two years ago.) Working in conjunction 
with the non-Government advisory committee 
would be a Cabinet-level committee on price 
stability in economic growth and allied prob- 
lems. 

In his Executive Order establishing the Com- 
mittee on Government Activities Affecting Prices 
and Costs, President Eisenhower named Ray- 
mond Saulnier, chairman of the President’s 
Council of Economic Advisers, as chairman of 
the committee, with members including repre- 
sentatives of the Defense, Post Office, Interior, 
Agriculture and Commerce Departments; the 
Budget Bureau; General Services Administra- 
tion; Atomic Energy Commission; Federal 
Aviation Agency; and Office of Civil and De- 
fense Mobilization. The Order directed heads 
of all Federal departments engaged in pro- 
curement, stockpiling, commodity price sup- 
ports, rate regulation, subsidy and similar pro- 
grams which directly affect prices and costs, to 
reexamine their programs and “take appro- 
priate action.” 

The Administration made clear that it feels 
the fight against inflation should begin in Gov- 
ernment, which is the pace-setter for the 
economy. The new committee is to “recommend 
to the agencies involved, administrative actions, 
procedures and policies to assure that existing 
programs and activities are being carried out, 
in so far as practicable under existing law and 
with due regard to national security require- 
ments, in the light of the need for reasonable 
stability of the price level, and in the light 
of other national economic objectives.” 

The President said he had been disturbed that 
there had been no central mechanism for fol- 
lowing current Government operations in this 
field from a price-cost standpoint. “What is 
needed today,” he declared, “is a fresh look at 
how they are operating in the light of modern- 


Washington 










BULLETIN 


The U.S. Supreme Court has reversed the 
ruling in re Embassy Restaurant, Inc. (U.S. 
Court of Appeals, 3rd Circuit). The new rul- 
ing, in effect, states that employers’ contri- 
butions to a Union Welfare Fund are not 
to be construed as wages for priority pur- 
poses under Section 64a(2) of the National 
Bankruptcy Act. It upholds the view of the 
National Association of Credit Management 
as filed in its amicus curiae brief. 
























day economic problems. We need to make sure 
we are not contributing to the nation’s infla- 
tionary problems by the way in which we run 
our Government.” 
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@ Economic Recovery will set a favorable 
tempo this year, with a comfortable but not 
record-making increase in profits, according to 
the commerce department’s annual survey of 
industries. Certain “ifs” crop up in various 
forecasts. For example, the iron and steel in- 
dustry expects a pronounced increase in produc: 
tion and shipments provided there are no major 
strikes. 

Here are capsuled digests of other reports: 

Auto production: 30 per cent above 1958. 
Flat glass manufacturers: sales at $500 millions 
for 1959. Railroad freight cars: increase from 
























no 
the 37,500 deliveries last year. Chemical andf, 
allied products: gain of 5 per cent in manu §,,, 
facturers’ sales. Electronics: record output 0! ff ma 
$7.9 billions, a 14 per cent rise. leg 
Construction machinery and equipment: ship- de, 
ments $2 billions, compared with $1.7 billions & pet 
in 58. Mining machinery: firming of orders and deg 
increase in shipments. Food and beverages: 3 tof | 
5 per cent above the $52-plus billions manv-§ B;; 
facturer sales last year. Metal can shipments: § yp; 
2 to 5 per cent over the 4.7 million tons in 1958. B fo; 
Folding cartons: a record year ahead. Lead: fi pric 
5 per cent increase over the one million too ff me, 
estimate for the past year. 
Oil field equipment and machinery: encourag Bq | 
ing gain. Lumber: output valued at $3 billion Brey, 





Softwood plywood: 10 per cent increase. Hard: 
wood plywood: continued downward trend o 
shipments. Household furniture, slight increase: 
appliances, 5 per cent sales rise. Domestic tele 






















phones: 4.8 per cent gain; operating revenue, 
$600 millions higher. Communications equip- 
ment: definite forward trend. 

Machine tools: increase, with $10 millions 
rise in shipments of cutting type tools. Electrical 
equipment: up 10 per cent in total sales. Farm 
machinery and equipment: moderate sales after 
a year of upward movement. Scientific and in- 
dustrial instruments and apparatus: 10 to 15 
per cent gain in sales. Newspapers: increases in 
advertising linage, revenues and profits, with 
60 million circulation. 










@ WALL STREET officials see in a provision of 
the new socalled Forand tax law a change in 
the transfer tax on stocks that could materially 
increase the average tax now paid by sellers of 
securities. The new rules, effective in January, 
require that Federal excise taxes on transfers of 
stocks be based on the “actual value” of the 
securities rather than par value. The bill had 
been heralded for reducing the taxes on motion 
picture theatres, whisky distillers and air taxi 
services. 

Over-the-counter dealers in securities call the 
new tax base especially unfair to them because 
they hold positions in hundreds of listed and 
unlisted issues and deal largely with commission 
brokers who are not required to pay the tax. 

Says a spokesman for the National Association 
of Securities Dealers: Surveys based on a recent 
typical trading day indicate the average transfer 
tax will be three times larger than at present. 
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@ More LENIENCE in the Government’s attitude 
toward mergers was recommended by Robert L. 
Piper, Federal Trade Commission examiner, in 
dismissing an anti-merger complaint against 
Brillo Manufacturing Co., Inc. 

Last June the commission had rejected Mr. 
Piper’s ruling that Brillo by increasing its share 
of the industrial wool market to over 47 per cent 
had automatically violated the antitrust laws in 
acquiring the Williams Company in 1955. Last 
summer the commission held that a merger could 
not be declared illegal solely because it increased 
a company’s share of the market. Earlier the 
commission’s general approach had been that 
market share was the large factor in merger 
legality. In June, however, the commission or- 
dered consideration of such factors as the com- 
petitive situation, number of competitors and 
degree of concentrated economic power. 

Under those new standards, Mr. Piper said 
Brillo had not taken price leadership, nor had it 
unduly depressed prices, tried to hold the market 
for new uses of the product or applied different 
Pticing practices than competitors on Govern- 
ment-bid business. 
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@ Raise taxes, reduce spending, or find more 
revenue to fight the inflationary influence of 
deficit spending. That was the choice posed to 
the Administration by William McC. Martin, Jr., 
thairman of the Federal Reserve Board. Calling 











the war on inflation “at a crucial point,” Mr. 
Martin declared: 

“We must face up to the reality of either rais- 
ing taxes or revising our tax structure to produce 
more revenue, or reducing the priorities of some 
other programs until we can get things in better 
balance.” 

Deficit spending, he warned, “pumps aid into 
the business structure as if it were a balloon, 
and eventually leads to more serious recession, 
when the balloon pops, than would have oc- 
curred. 

“When business is improving and moving ac- 
tively toward higher levels, a budget deficit be- 
comes fuel on the fire of inflation.” 

The economic policy commission of the Amer- 
ican Bankers Association proposes a broad in- 
crease of taxes unless the next budget can be 
balanced by reductions in Federal spending. 


@ Fact-FinpInc in the food industry, followed 
by legislative action “consistent with the public 
interest, can do much to prevent competitive op- 
portunity from being destroyed,” says Senator 
Hubert H. Humphrey (Dem., Minn.). 

A broader investigation to follow the current 
Federal Trade Commission inquiry on concen- 
tration of economic power was hinted at a meet- 
ing of the National Food Brokers Association. 

Senator Humphrey sees in integration and 
economic concentration in the industry “a direct 
competitive threat extending far beyond small 
grocers and other food independents.” 








@ GOVERNMENT CONTRACTS to small business 
under SBA’s joint set-aside program with mili- 
tary and civilian agencies increased 65.5 per 
cent in number over 1957 and 38.3 per cent 
in dollar value, says Wendell B. Barnes, ad- 
ministrator. 

Based on this record, Mr. Barnes predicted 
that “‘small firms will undoubtedly get a largely 
increased share of research, development and 
missiles contract opportunities during 1959.” 


@ CONSIDERABLE drop in production of pig iron 
and ferro alloys by U.S. blast furnaces is shown 
in the 1958 output of 57,764,100 net tons, con- 
trasted with 79,338,932 the previous year. How- 
ever, December 1958 had a production total of 
6,072,890 net tons, highest monthly output 
since October 1957. 


@ To CLOSE a tax loophole, the treasury de- 
partment is working up a bill to specify treat- 
ment processes for all minerals allowed in per- 
centage depletion computation, says Secretary 
R. B. Anderson. 

The objective is to overcome effects of court 
decisions that the value on percentage deple- 
tion can be the value after certain finishing 
processes. Percentage depletion permits deduc- 
tion of a flat percentage of gross revenue de- 
rived from mineral products. 


(Concluded on page 20) 
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REE major challenges of the 
1960’s will be (1) a national 
consensus on the size and role 

of government consistent with a free 

competitive economy, (2) the devis- 
ing of methods to control inflation 

and to moderate recessions, and (3) 

increase of economic growth to a 

much higher rate than 3 per cent a 

year, says J. Cameron Thomson, 

chairman, Northwest Bancorpora- 
tion, Minneapolis. 

The banker is in the “unpopular 
and unpleasant” position of being 
the “instrument by which the govern- 
ment limits potentially inflationary 
activities of businesses, home buyers, 
and consumers”, the national credit 
conference of the American Bank- 
ers Association was informed in Chi- 
cago. 

“The supply of money and bank 


credit cannot be allowed to expand 
too rapidly. This means that bankers 


must be kept, by overall monetary 


controls, from making some loans 
and investments they would like to 
make. Bankers have a right to ask 
that they not be discriminated against 
in financial policy, but they must re- 
cognize that they are inevitably in the 
front rank of those drafted in the fight 
against inflation.” 


As a nation we are no more in 
agreement today than we were 18 
months ago on methods to minimize 
recessions and what to do the next 
time business activity declines, Mr. 
Thomson declared. “A strong de- 
fense against recession is really the 
first line of defense against inflation. 
The second requirement is elimina- 
tion of artificial restraints by gov- 
ernment on the downward movement 
of prices. A third major set of pol- 
icy issues that must be resolved be- 
fore we can halt long-run inflation 
involves monetary policy. 


Ineffective or Damaging 


“Perhaps the most important criti- 
cism of the use of monetary policy 
is that it is either ineffective or dam- 
aging in situations in which prices 
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CAMERON THOMSON, 
° chairman of the board, 
Northwest Bancorporation, Min- 
neapolis, is an authority on the 
economics of Federal  govern- 
ment operation. He has been 
vice chairman of the Committee 
for Economic Development. 


Mr. Thomson addressed the 
56th Annual Credit Congress, 
NACM, at Houston in 1952. 








rise as a result of the independent 
action of large business and labor 
organizations.” 

The core of disagreement over the 
government’s role in an expanding 
economy, Mr. Thomson believes, is 
“a whole host of Federal government 
activities, mainly of a subsidy nature, 
which have been permitted to grow 
out of all proportion to their benefits 


CHALLENGES OF 1960's 


Government’s Role; Inflation Control; Faster Economic Growth 


to the nation”. He mentioned the $7 
billion current year outlays for farm- 
ers, more than $5 billions for vet- 
erans’ programs, $1.5 billions for 
housing and related projects, $400 
millions for stockpiling. “Some of 
these programs—in particular, agri- 
culture and stockpiling—are, as pres- 
ently operated, inconsistent with a 
free competitive system. 

“We cannot expect federal revenue 





“Part of the problem has 
been that the state and local 
governments have not put 
their own tax systems in 
order. 


“We seem to be ap- 
proaching the day when a 
substantial breakthrough 
may be made toward Fed- 
eral aid on a massive scale. 
This would not be in the 
interest of the nation as a 
whole.” 


—J. Cameron Thomson 














requirements to fall significantly in 
the next 10 years. The urgent needs 
are so great that, even if we impose 
upon ourselves a severe budgetary 
discipline, essential Federal expendi- 
tures will probably continue to rise 
at least as fast as the growth in tax 
increases we may expect as national 
income increases. 

“The public must recognize that 
additional revenues cannot be raised 
from the top of the income pyramid. 
The only realistic possibility is to 
increase individual income taxes in 
the lower and middle brackets or to 
levy a general Federal consumption 


”° 

















tax. 






Inflation Jumps, Does Not Creep 





Questioning whether there is such 
a thing as “creeping” inflation in 
prices, the bank chairman pointed 
out that the 24 per cent increase in 
consumer prices over 1947-49 came 
































at 

in “three big jumps”: immediately § al 
after World War II, during the § tr 
Korean hostilities, and in 1956-57. § Rs 
There is no one spectacular way § Fi 
to increase the rate of our economic § re 
growth, the most difficult task of the & ate 
coming decade, he declared. Nis 
“There would be little argument § chi 
over the relative priorities of public § Sa 
and private needs if we were able § ger 
to advance our average rate off ize 
growth by, say, 5 per cent per yea. | 
The present Federal, state and local cen 
tax systems would probably yield atff fica 
least $50 billions more revenue ing tery 
1970 if we grew at 5 per cent rather per 





than at 3 per cent per year. 

“The problem must be attacked on 
a broad front. I would emphasiz 
three important aspects of economic 
policy in this connection: 

“We ought to be able to moderate 
business recessions in order to mini: 
mize the loss of production throug) 
unemployment; 

“We should improve the mobility 
of capital and labor; 

“We should reform the tax system 
to encourage savings and investment! 
incentives.” 


























license investment companies 
to aid small business presents 
both advantages and disadvantages, 
speakers declared at the first private 
forum discussion, but it was agreed 
that successful operation of a small 
business investment company would 
call for top flight personnel, ade- 
quate capitalization and dedication 
to service. 

The credit manager, it was point- 
ed out, would consider a long-term 
debt to such investment company as 
similar to an issue of preferred stock, 
with provision for management in- 
tervention if dividends were unduly 
passed over. 

Participating in the panel, in San 
Francisco, under the auspices of the 
Credit Managers Association of 
Northern and Central California, 
were the moderator, William B. Lo- 
gan, president of William B. Logan 
and Associates, Inc., San Francisco, 
assisted by N. C. Berkowitz, associ- 
ate; Edward L. Turkington, region- 
al director, Small Business Adminis- 
tration, San Francisco; Howard W. 
Rathbun, vice president and director, 
First National Bank, San Jose, Calif., 
representing Robert Morris Associ- 
ates; Steve Dodge, credit manager, 
Niagara Chemical Division, Food Ma- 
chinery and Chemical Corporation, 
San Francisco; and Donald J. Hicks, 
general manager, Chemical Fertil- 
ier Company, Inc., Modesto, Calif. 

Under the program, SBA will li- 
tense small companies formed speci- 
fcally to finance small business en- 
terprises. SBA will regulate and su- 
pervise the SBI companies and _ as- 





Ti NEW Federal program to 
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W. B. LOGAN 









EDWARD TURKINGTON 


Leaders See Plus and Minus in 


Small Business Investment Firms 


sist them to get financing by pur- 
chasing their debentures and making 
loans to them from a $50 million 
fund. The Securities and Exchange 
Commission will regulate issuance 
and public sale of securities by these 
investment companies and will have 
jurisdiction over any public distri- 
bution of securities of small business 
purchased by them. 


The program, though in a state of 
flux, is the first positive move in the 
right direction toward providing equity 
financing and long-term loans to small 
business, needs which commercial 
banking has not fully met, said the 
moderator. Mr. Logan had partici- 
pated in President Eisenhower’s Con- 
ference on Technical and Distribution 
Research for the Benefit of Small 
Business. 


In essence, he explained, this Act 
represents a compromise between 
Government and private enterprise. 
“The intention is to keep Govern- 
ment out of the program and to move 
private investors to place money in 
small business.” 

Mr. Rathbun provided a roundup 
of the points of view of a number 
of bankers. He said thousands of 
inquiries had been received by SBA 
and others. Only 27 formal propos- 
als had been made and of these less 
than half were from bank sponsors, 
but these facts he took to indicate 
a period of analysis of the poten- 
tials after the first rush for infor- 
mation, rather than lack of interest. 

Following are resumes of the pre- 
sentations of the panelists, who are 
shown below: 


‘STEVE DODGE 






D. J. ‘HICKS 
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EDWARD L. TURKINGTON, 
SBA Regional Director, San 
Francisco. 


HE SBA will not participate 
in loans with SBI companies. 
They are to be privately owned in- 
vestment companies. The Govern- 
ment intends to stay out, but will 
help organize these companies, will 
require that they obtain approval for 
some of their plans but not that they 
spell out their plans in detail. It 
wants them to set outside limits under 
which they will operate. It allows a 
maximum amount of freedom to per- 
sons organizing these companies un- 
der the Act, which is to be admin- 
istered so that they will prosper and 
grow. 

The small business firms to re- 
ceive financial help will be selected 
by the investment companies’ owners 
and managers, who must have exten- 
sive knowledge of finance, business 
and administrative management. 

In its careful screening of. poten- 
tial investment companies, SBA rec- 
ognizes that money is not the solu- 
tion of all problems, that top exper- 
ienced managerial skill is essential. 
Too, Government will make certain 
that sound financial footing is as- 
sured before issuing a license. 

The SBI company will require a 
minimum of $300,000 working capi- 
tal, SBIC putting in $150,000 cash. 
It can lend only 20 per cent of capi- 
tal stock surplus, an investment of 
$50,000 to $60,000 in a going small 
business firm. 

The Act is constantly undergoing 


(Continued on following page) 






H. W. RATHBUN 


modification and undoubtedly faces 
some major changes, following such 
criticisms as “charging too much in- 
terest” and “initial percentage of 
investment in small firms not high 
enough.” 


STEVE DODGE, Credit Mana- 
ger, Niagara Chemical Divi- 
sion, Food Machinery and 
Chemical Corporation, San 
Francisco. 


RIVATE enterprise will be en- 
couraged and the economy 
strengthened if the Act opens a 
“break through” path from small 
business to large business by pro- 
viding a means under which growth 
capital can be obtained by firms not 
yet sufficiently large to attract in- 
vestment bankers or to warrant a 
public stock issue. 

An SBIC offer or loan appraisal 
could serve as a valuable yardstick 
or alternative to a small business 
seeking financing. 


SBIC is not a bail-out device for 
' delinquent, mismanaged ventures. 
Only profitable, growth prospects 
would attract SBIC money. 


We would consider it unethical to 
refer prospective firms to one or 
more SBICs but would not hesitate 
to recommend to a customer that he 
contact a SBIC if in our opinion his 
firm has need of long-term financing. 

Nothing bars a large commercial 
or manufacturing firm from partici- 
pating in formation of a SBIC, but 
applications and operating plans will 
doubtless be screened carefully for 
evidence of methods or practices 
leaning toward restraint of trade. 


Present SBIC funds authorized, if 
fully employed, would not be a drop 
in the bucket compared to overall 
working capital needs of our economy 
or of small business as a whole. To 
individual firms, important working 


capital may be made available by 
SBIC. 


A credit manager would view the 
existence of a long-term debt to an 
SBIC somewhat similar to an issue 
of preferred stock, with provision for 
management intervention if divi- 
dends were unduly passed over. The 
principal differences would be that 
the SBIC interest would be more 
closely held than a broad issue of 
preferred stock, that SBIC manage- 
ment would be more alert and very 


aggressive because of pressure to 
earn a return on its investment. 

Due to competition for funds, an 
SBIC might look for “a way out” at 
the expense of discount sale of its 
investment. 

A credit manager would have to 
make the usual appraisal of the 
borrowing concern, also attempt to 
judge the attitude of the SBIC in- 
vestors. 


DONALD J. HICKS, General 
Manager, Chemical Fertilizer 
Company, Inc., Modesto, Cali- 
fornia. 


MALL business is traditionally 
undercapitalized, | underman- 
aged, undersold. 

At the end of World War II, prod- 
ucts were out of supply, personnel 
was scarce, there was no money for 
lending, no competition. In the grad- 
ual swing from a war economy to a 
peacetime economy, civilian prod- 
ucts begin creeping back on the mar- 
ket. Products then become plentiful. 
competition keen, and the product 
has to be sold. The businessman 
finds he must dip into the cashbox 
and provide what the customer wants. 
Comes the need for more attractive 
packaging, more effective advertis- 
ing. 

The small businessman finds he 
needs working capital. He needs help 
from big business, banks, other mon- 
ey-lending institutions, Government. 

Small business is ready, for the 
first time since the war, to accept 
this advice. 


HOWARD W. RATHBUN, Vice 
President, The First National 
Bank, San Jose, California. 


ANKERS saw both good and 
bad in what they had read and 
heard (about the SBIC Act) but they 
were taking a good look at it, I found. 
I made inquiries as to what bank- 
ers thought. Here are the plus and 
minus factors they mentioned. Some 
I believe to be valid, some not neces- 
sarily so. 


Some Reported Plus Factors 


The SBIC program gives a bank 
an opportunity to serve borrowers 


better. With an affliated SBIC, a . 


bank need not tell customers to go 

elsewhere for permanent capital. 
Good public relations. A bank can 

show local business and the commun- 
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ity that local banking is serving them, 
also helping to bring new indvstry 
to the area as a result. 

Good opportunity for profit. A 
bank with an SBIC affiliate can make 
more than just interest. There are 
tax and other advantages. 


SBIC is the only way to get into 
the field of equity ownership. (Here 
is the chance for banking to get back 
legally into the investment banking 
field after the days of the 1930s.) 


Some believe participation in 
SBIC now might keep Government 
from coming up with a more dras. 
tic plan, assuming that Government 
feels equity capital must be forced 
into small business. 

Some believe SBIC can be looked 
upon as an honest attempt to pro- 
vide control to aid small business. 

Some think that SBIC would help 
small business to grow into larger 
business through creating more jobs 
for the community and more busi- 
ness for the bank. 

Some believe that long-term mon- 
ey and equity financing is not now 
available and won’t be made so un-| 
der existing system, and so SBIC 
fills a need. 

Others see in SBIC an opportunity 
for utilization of banks’ existing 
large manpower pool of capable peo- 
ple (some think they are over-util- 
ized now). 

Some believe SBIC might prove 
a means to stimulate the economy at 
the local level during depression 
times. 


On the Minus Side 


Following are some minus factors 
that came up in discussing SBIC 
with various bankers: 

SBIC builds up unjustified hopes 
in unqualified businesses (many bus- 
inesses that are not qualified for 
other types of financing would not 
qualify for SBIC). 

As presently planned, a borrower 
must subscribe to SBIC stock, where: 
as he only wants to borrow money. 

A small SBIC might be dangerous 
if under-capitalized. With poor per- 
sonnel it could hurt a_ borrower 
through bad judgment, or could 
cause the SBIC itself to fail through 
unsound investments. 

Banks are too limited as to 
amounts they can invest in SBIC ( 
per cent capital and surplus) ; there: 
fore, only banks in the first 300 
could do much good; or the small 

(Concluded on page 21) 





Credit Has Stake in States’ Taxing 
Power under Supreme Court Ruling 


on business was accorded 

to states in two new Constitu- 
tional decisions by the United States 
Supreme Court which will have an 
important bearing on credit opera- 
tions in the future. The high tribu- 
nal handed down these rulings: 

1. A state may legally tax an out- 
of-state corporation on a part of its net 
income calculated to have come from 
activities within that state, even though 
those activities ‘“‘are exclusively in 
furtherance of interstate commerce”. 
The vote was 6 to 3. 

2. In spite of the Constitution’s ban 
on state taxation of imports or ex- 
ports, a state may collect a property 
tax on raw materials imported by a 
manufacturer and stored by him for 
immediate use at a plant within the 
state. On this issue the vote was 6 to 2. 

Justice Felix Frankfurter, dissent- 
ing in both cases, declared that the 
court had opened the way for de- 
structive taxation of interstate and 
foreign commerce. He charged that 
the rulings had upset doctrines more 
than a century old. 

Many states are expected to widen 
the application of their taxes to im- 
ports and to corporations doing in- 
terstate business, in view of the need 
of new tax sources by most states. 


Be POWER to assess taxes 


Two State Cases Involved 


The income tax ruling emerged 
from two separate cases. 

The Northwestern States Port- 
land Cement Company of Iowa ship- 
ped cement from Iowa to dealers in 
Minnesota, where it sold 48 per cent 
of its product. It manufactured 
nothing in Minnesota and maintain- 
ed only a smail sales office in that 
state. It had not formally qualified 
to do business in Minnesota under 
the latter’s corporation laws. 

Minnesota decided in 1950 to ap- 
ply its new income tax to Northwest- 
ern, and levied the tax for the years 
1933 to 1949, seeking a total income 
of $102,000 from the company. The 
amount, including penalties and in- 
terest, was set under a complicated 
formula to determine the share of a 
company’s income attributable to its 
activities in Minnesota. 


Could Hamper Business 
Activity: Rockefeller 


In New York, Governor Nelson 
Rockefeller and the state tax 
commissioner, Joseph H. Mur- 
phy, discouraged any thought 
that new business taxes could re- 
duce the need for increased per- 
sonal income taxes. 

Governor Rockefeller, con- 
versing with a group of visiting 
attorneys from South America, 
cautioned that use of the taxa- 
tion powers accorded _ states 
under the Supreme Court rulings 
could discourage business ac- 
tivity whereas his administra- 
tion’s aim is to encourage it. 

Commissioner Murphy said 
the rulings would have to be 
studied to learn their full im- 
plications. 


The second income tax case in- 
volved Stockham Valves and Fit- 
tings, Inc., a Delaware corporation 
with its main plant in Birmingham, 
Alabama. The corporation had no 
manufacturing or warehouse facili- 
ties in Georgia, only a sales office in 
Atlanta with a secretary and one 
salesman, who spent two-thirds of 
his time on business in nearby states. 

The State of Georgia, using a 
formula to decide the portion of in- 
come that could be attributed to ac- 
tivities in the state, claimed $1.- 
478.31 from Stockham for 1952, 
1954 and 1955. 

The Supreme Court upheld the 
constitutionality of the tax in both 
cases, despite the general theory 
heretofore that interstate commerce 
must not be hampered though com- 
panies must pay for state benefits 
they receive. 

Justice Tom C. Clark, writing the 
opinion for the majority, said 35 
states impose net income taxes on 
corporations. The right to tax ap- 
portioned net income of out-of-state 
corporations has been made clear by 
cases going back to 1918, he added. 
While conceding that those cases con- 
cerned corporations domiciled in or 
doing intra-state business in the tax- 
ing state, he declared that fact did not 
alter the principle involved. 

The dissenters held that these pre- 


cedents were not controlling and ex- 
pressed concern over the differing 
apportionment formulas various states. 
might use. 

Justice Felix Frankfurter warned 
small and medium-size businesses 
might be smothered under an army 
of lawyers and accountants whom 
they would need to keep up with 
divergent tax laws of states involved. 


The Import Cases 


The import issue also arose from 
two cases. 

Youngstown Sheet and Tube 
Company imported from five coun- 
tries. The ore is stored beside its 
plant in Youngstown and is used as 
needed. The State of Ohio sought to 
impose a personal property tax on 
the value of the stored goods. 

United States Plywood Corpora- 
tion imported and _ stored lumber 
and veneers from Canada for use at 
a plant in Algoma, Wisconsin. The 
city imposed a property tax on half 
the stored wood, figuring that much 
as part of the plant’s operational 
requirements. 

On the Constitutional provision 
that “no state shall, without the 
consent of the Congress, lay any 
imports or duties on imports or ex- 
ports . . .”, the Supreme Court in 
1945 by a 5-to-4 decision had bar- 
red the State of Ohio from taxing 
bales of hemp imported by a manu- 
facturer and stored for use in its 
Ohio plant. 

The court majority holds the two 
current cases different in that the 
imported goods are “essential to 
current operational needs”. No valid 
distinction, the dissenters retorted. 


Management and Research 
Office for Small Business 


An office of management and re- 
search assistance to help smali busi- 
ness has been established by the 
Small Business Administration in 
Washington. Assistance will be 
through research studies, work- 
shops, study groups and courses, 
management and technical publica- 
tions, and management and market- 
ing counseling. 
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By RONALD JEANMOUGIN 


Treasurer 
Vulean-Cincinnati, Inc. 
Cincinnati, Ohio 


N our business it is necessary 

occasionally to establish a 

prospective customer as a good 
credit risk in order to sell him our 
products and services. Once an order 
has been placed with us, we have es- 
sentially no collection problems. 
This will be explained later. 

In order to help establish a pro- 
spective customer’s credit, we often 
must prove to the financial institu- 
tion the quality of our own product 
and service. To clarify this, I should 
explain our company’s basic oper- 
ations. Vulcan-Cincinnati, Inc., is in 
the business of engineering and con- 
structing complete chemical plants 
or important components thereof. A 
separate operation, Vulcan Manufac- 
turing, designs and fabricates equip- 
ment of all kinds for the chemical 
process industry and the petroleum 
industry. 


Collection Not the Problem 


We do not have collection prob- 
lems because we are protected by 
“irrevocable letters of credit,” or we 
deal with “blue chip” companies 
where there is no risk. In many cases 
our projects are performed on cost- 
plus or “progress payment” basis. 
From the very beginning of a proj- 
ect, the customer pays the company 
on a regular basis, usually monthly, 
according to the percentage of com- 
pletion of the job. This continues 
from the first engineering drawings 
until the plant has been built and 
is producing salable products. 

Basically, our sales effort consists 


MANAGEMENT 


els problem case is solved 


of convincing a chemical firm that it 
should produce a certain product or 
group of products, and that we can 
make this possible. We must con- 
vince him that we can provide the 
correct process and economically en- 
gineer that process into a working 
plant capable of producing a stated 
amount of that product. 

Getting to a case in point, one of 
our customers found it necessary to 
obtain a sizable loan in order to 
finance the engineering and construc- 
tion of a plant. 


Never Had Heard of It 


Here was the problem: 

The customer wanted to manufac- 
ture a product which the lending 
agency personnel never had heard 
of, in which the raw materials were 
air, water and natural gas, and to 
make it by a method completely mys- 
terious to the creditors. 

If the customer were to be granted 
the loan, all the creditor’s doubts 
had to be allayed—and there were 
many. We had to help the prospec- 
tive customer demonstrate that he 
was a good financial risk. 

In this case, as in others, that 
which was clearly understood be- 
tween our engineers and those of 
the prospective customer was com- 
pletely unintelligible to the lending 
institution’s people. 

Sales engineer, design engineer, 
construction engineer and accountant 
were called upon to demonstrate 
that: 


1. The process had been proved 
practicable and efficient through com- 
plete pilot plant studies and actual 
experience in previous commercial 
installations. 

2. Our company has a reputation 
for delivering on time and for other- 
wise honoring the terms of its con- 
tracts. 

3. The 
salable. 

4. Corporate earnings after taxes 


prospective product was 
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would be sufficient for the customer 
to pay expenses and retire the loan 
within a reasonable number of years, 


We made economic studies, as we 
had done many times before, estab- 
lished production costs, current mar. 
ket value, projected market value 
for a number of years, and antici- 
pated profit factor. We were able to 
show that the product was in high 
demand and probably would remain 
so for at least five years, that it 
could be produced at a cost which 
would assure a_ return sizable 
enough to retire the loan without un- 
due strain. 

We also were able to show letters 
from a customer for whom we had 
built an almost identical plant, tes- 
tifying to the efficiency of the process 
and the profit margin of the product. 

We demonstrated the soundness 
of the plant to the satisfaction of 
the lending institution, and the “ir- 
revocable letter of credit” was issued. 

It is much more difficult to con- 
vince creditors when what you are 
trying to sell is the first full-sized 
commercial plant in the country of 
its particular type. We then must in- 
terpret to them the results of our 
pilot plant experience. 

Since sales are the lifeblood of all 
commercial enterprises, the efforts of 


RADUATE of Xavier Univer- 

sity, Cincinnati, Ronald Jean- 
mougin served the university two 
years as registrar and instructor, 
then became assistant manager 
of Newton Products Company. 

In 1940 he became associated 
with Wright Aeronautical Corpo- 
ration and was assistant auditor 
and contract termination man- 
ager of the Cincinnati plant. 

Mr. Jeanmougin joined Vul- 
can Cincinnati, Inc., in 1945 as 
controller. Last year he was 
elected treasurer and member of 
the board of directors. 


—_— 
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each department of a firm, including 
treasury and credit, contribute to the 
selling operation. It is to the advan- 
tage of everyone connected with a 
firm, therefore, that top management 
of departments be able to commun- 
icate in the same language with each 
other. And that this be translatable 
into the language of finance, perhaps 
the most important tongue to all. 


Inflation Psychology Widest 
In Years, Economist Warns 


Inflation psychology “appears to 
be more widespread than in a num- 
ber of years”, and within 12 months 
profit margins again may feel higher 
cost pressure as serious labor trou- 
bles loom with demands for sub- 
stantial increases in wages, says Roy 
L. Reierson, vice president and chief 
economist of Bankers Trust Com- 
pany, New York. 

The “more conspicuous” recent 
toll levied by inflation, Dr. Reierson 
told the Chamber of Commerce of 
Greater Philadelphia, “is indicated 
by the worsening competitive posi- 
tion of American industry in world 
markets, a less favorable balance of 
international payments, greater 
questioning of the dollar, the out- 
flow of gold, and the financing 
problems of the Treasury.” 

Raising a question whether rising 
costs and prices may not be ‘“‘cun- 
tributing to maladjustments” in the 
path of maximum usage of Amer- 
ica’s resources of manpower, ma- 
terials and capacity, the economist 
points out that the pace of economic 
expansion in the last half-decade has 
dropped noticeably below the 3 per 
cent average annual rate for the 
long term. 


Hawaiian High Court Upholds 
Territorial Fair Trade Act 


The supreme court of the Terri- 
tory of Hawaii, reversing a lower 
court ruling, has upheld the consti- 
tutionality of the Hawaiian Fair 
Trade Act, in the case of Johnson 
& Johnson, Inc., v. G.E.M. Sundries, 
Inc., the 18th court of last resort of 
a state or territory to uphold a Fair 
Trade law. 

State Fair Trade acts are now 
operable in entirety in 29 states and 
in Hawaii. Courts of last resort of 
15 other states have held the non- 
signer clause invalid. One court of 
last resort held the state’s entire Fair 
Trade Act unconstitutional. 


He is your local U.S.F.&G. Agent 


Mis want to see him because he knows 


how to give your company maximum coverage 
against losses which are due to dishonesty, 
vandalism and accident ... with a minimum 


of premium outlay. 


There is a U. S. F. & G. agent in your 
community who will be glad to call on you 


at your convenience. 


Naturally there is no obligation. 


Ne) is t & G CASUALTY - FIRE- MARINE INSURANCE 
AGRE OT = ‘ FIDELITY -SURETN BONDS 


United States Fidelity & Guaranty Co., Baltimore 3, Md. 
Fidelity Insurance Co. of Canada, Toronto 
Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 
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Who Says All Collection Letters Must Be Brief? 
It All Depends on Message, This Authority Holds 


REVITY or length of a collec- 
B tion letter depends upon which 
style better puts you and the 
complete mes- 
sage across to 
the account, says 
Frank Hardesty, 
customer service 
manager of O. 
M. Scott and 
Sons Company, 
Marysville, Ohio. 
The key is in 
definition of a 
letter as “an instrument designed to 
take the place of a personal visit.” 
Not always can a letter be brief 
and at the same time cover the com- 
plete problem at hand, Mr. Hardesty 
explains. 


FRANK HARDESTY 


“The letter should accomplish a 
specific purpose. That purpose should 
be in your mind before you begin 
dictating. If you have a clear purpose, 
and if the letter is designed to ac- 
complish that purpose, then what dif- 
ference does it make if the letter is 
two paragraphs or six pages? 


“Write as you would talk. Write 
freely and at length if you wish, or 
write briefly, whichever the better 
puts you in the letter.” 

Mr. Hardesty presents two letters 
—one short, one long—both written 
by the same man, each with a definite 
objective, each a clear and complete 
message, “neither consciously written 
with any rule in mind other than 
‘write as you talk’ ”. 


LETTER NUMBER ONE 


Your latest check speaks for itself 
and it speaks for you, too, Dave. 

It reduces your balance to $2290.- 
51. That’s $5.40 less than you thought 
it was, because my last itemization 
overpriced your July 18 order by 
that amount. 

Your next check is due here Oc- 
tober 4... then October 11... 
and so on. Stay on that weekly 
schedule and there will be absolutely 
no problems. 


LETTER NUMBER TWO 


I enjoyed our recent telephone 
chat. Thought I’d write and keep 


the contact warm ... and review our 
position. 

On the matter of your return of 
seed, and subsequent issuance of our 
credit memo of $116.05, we did 
credit your return at salvage value, 
in accordance with our normal pro- 
cedure used with all Dealers. How- 
ever, because there is some question 
in your mind regarding your under- 
standing related to the amount of 
credit you were to have received, we 
are, in this case, going to issue an 
adjustment in your favor, allowing 
you full credit on your return. 

To be specific, here is a listing 
of the items you returned and for 
which you were credited. I am also 
listing the salvage-value credit you 
received ... plus the amount of full 
credit you will receive when our 
adjustment is processed. 


Amount 
Unit Price 
Amount 


Description 


1th Picture 11/56 
5 tb Picture 1/57 
x 1402 Family 11/56 
10 4tb Family 7/57 
2 4tb Family 7/57 
10 Bx 4tb Family 1/57 
25 Bx 14 oz Play 11/56 
4Cs 10 4tb Play 7/57 
9 Bx 4tb Play 7/57 


The total of your adjustment thus 
will be $143.62. This, then, shows 
the following as current itemization 
of your account: 


. Invoice due 4/25 100.00 
2. a ees 4678.65 
4 . 246.25 
* 6h 65.00 
P 24.50 
m 446.80 
sd 12.80 
- - 72.00 
. 8/11 Credit memo 116.05 
Order of 250 Turf Builder 
released 9/22, due 10/25. 612.50 
. Adjustment of 8/11 credit 
memo, as covered in this 
letter. 143.62 6068.63 
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Conclusion: Your payment sche- 
dule, therefore, will look like this, 
starting with the payment you plan 
to make this Saturday: 


On This Mail a 
Date Check of 


9/27 2600.00 
10/11 1784.41 
10/25 1784.22 


Knowing when to address your 
customer by his first name is quite 
simple provided certain proven pro- 
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RANK HARDESTY, customer 

service manager, O. M. Scoit 
and Sons Company, Marysville, 
Ohio, has developed a course on 
“building better letters” and has 
presented it at clinics in several 
states. 

Mr. Hardesty also has evolved 
a related correspondence course 
in which clients’ letters are an- 
alyzed and revised for a “cus- 
tomerized”’ library of forms and 
guides for collection letters. 





cedure is followed, according to Mr. 
Hardesty. Generally it is good to be 
on a first-name basis with accounts, 
but it is also true that in certain cases F 
“a first-name basis could quite easily f 
smash all possibility of results out f 
of your contact”. ; 

The question arose at a seminar [ 
Mr. Hardesty was conducting on the ff 
technique of the “one-two punch” 
in collections: phone call and letter 
on same day. 


The Phone Call 


“Tt all starts when you phone your J 
customer. Let’s say you are phoning 
him about his overdue balance of 
$637.04. He has ignored your letters. 
Your telephone operator tells you 
Mr. Smith is on the line. The conver- 
sation: 

“Mr. Smith?” 

“To.” 

“Good morning. My name is Bob ... 
uh. . .Bob Jones. I’m with the Miller 
people in Dayton.” (The “uh” be: 
fore repeating the first name, as 
above, is placed in the sentence to 
designate the form of natural conver: 
sation. If your customer is of friendly 
nature, he will respond with your 
first name). 

“Okay, Bob. What’s on your mind?” 
“Well, John...” (Here take off into 
your presentation of facts). 

(If your customer answers, “What's 
on your mind, Mr. Jones?” then 
keep your conversation and your fol: 
lowing letter on a last-name basis.) 


Your Follow-up Letter 


Your follow-up letter to that phone 





it 


ler 


conversation, written the same day, | 


might go something like this: 

Dear John: 

| enjoyed our telephone chat to- 
day. Thought I’d write and keep the 


contact warm .. . with a brief re- | 


view of the arrangements you and | 
worked out together. 

Your balance was $1137.04. You 
mailed a check of 9/25. . . $500.00. 
Current balance: $637.04. 


You feel that the remaining bal- | 
ance can be cleared in partial pay- | 
ments extending over another sixty | 
days. While I certainly want you to | 


have the time you need to work out 


| of a temporarily tight financial situa- | 


tion. | would prefer to see your ac- 
count “clear” just a bit sooner than 


| that. . . say by about the first of | 
' November. 


Accordingly, John, let’s consider 
this as the payment schedule: 


On This Mail a 
Date Check of 
10/4 212.34 
10/18 212.35 
11/1 212.35 


That’s a genuinely cooperative ar- 
rangement. It gives you more time 


| to pay .. . and it’s satisfactory | 


with us. 


Healthier Interest in Politics 
Declared Duty of Every Adult 


Every citizen has a duty to make | 
the personal sacrifices of time, ef- | 
| fort and money “to create a 
healthier interest in political en- | 
deavor’”, said M. C. Patterson, gen- | 
eral manager, Dodge Division. | 
Chrysler Corporation, speaking at | 
Taylor University, Upland, Ind., | 
' where he was awarded an honorary 


doctor of law and letters degree. 


“Young people”, he declared. | 
“must believe there is at least as | 
» much glamour in the business, po- 
litical and educational fields as in | 
the short-lived, over-publicized ca- | 
reer of the professional athlete or | 


Hollywood movie star”. 


The test of our religion 
is whether it fits us to meet 
emergencies. A man has no 
more character than he can 
command in a time of crisis. 


—R. W. Sockman, D.D. 











You insure it when you own it 


...why not when you don't? 


When shipment is made—title passes to the purchaser. In 
place of your product there is now an account receivable. 
It is sound to insure while you own the product... 
equally sound to insure when your customer owns the 
product, and owes you for it. American Credit Insurance, 
by protecting accounts receivable, plays a major role in good 
management ... makes a basic contribution to financial 
security and sales progress. 


SEND FOR BOOKLET on the many 
advantages of modern credit insurance. 
Write AMERICAN CREDIT INDEMNITY 
Company of New York... Dept. 47, 
300 St. Paul Place, Baltimore 2, iid. 


Protect your investment in accounts receivable 


v" American 
Credit Insurance 


ANY ACCOUNT...NO MATTER HOW GOOD...1S BETTER WITH ACI 
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Tabulating Punch System Saves Firm 
11 Days without Adding Personnel 


market position may well 
hinge on speed in getting 
sales-cost data in- 
to the hands of 
management, so 
that marketing 
decisions may be 
made with great- 
er assurance on 
up-to-date in- 
formation. A 
formidable _ ob- 
stacle, however, 
to management’s obiaining current, 
comprehensive marketing data is the 
sheer bulk of data processing tabula- 
tions required. The problem is parti- 
cularly peculiar to growth companies. 

When Roots-Connersville Blower, 
a division of Dresser Industries, Inc., 
found itself unable to obtain com- 
plete data on the preceding month’s 
sales, production and costs until the 
fifteenth working day of each month, 
its course toward closing the gap 
was aided by top management’s 
credo that “company advances should 
not be restricted to plant and pro- 
duct technology.” Following instal- 
lation of its tabulating punch system, 
company finds required figures are 
available on the fourth working day 


M AINTENANCE of a company’s 


G. A. HENRY 


CLOSE-UP of operation—The Keysort cards are marginally notched to carry 
other information and to facilitate sorting and filing of cards. Repeated proc- 
essing of figures has been eliminated, “proofing” time cut in half with McBee 
Tabulating Punch. Machine automatically processes cards through all stages 


until final reports are prepared, 


after the month has ended. And this 
without incurring heavy tabulating 
expense or expansion of clerical staff. 
Controller Glenn A. Henry gives de- 
tails. 


Roots - Connersville, prime _pro- 


KEYSORT TABULATING PUNCH in accounting department of Roots-Conners- 
ville Blower, div. of Dresser Industries—Operator is shown punching data onto 
sales-cost analysis cards with the Tabulating Punch of Royal McBee Corpora- 
tion. Data being punched into the Keysort card are accumulated in machine and 
amounts are printed on the adding machine tape. 
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ducer of blowers, vacuum pumps 
and related equipment for defense 
and manufacturing facilities in all 
parts of the world, is a subsidiary of 
sprawling Dresser Industries, Inc., 
which operates 16 plants throughout 
the United States. Roots-Conners- 
ville employs approximately 600 per- 
sons and occupies floor space of 
285,000 square feet on an 18-acre site 
at the edge of Connersville, Ind. 

“The blower business is a highly 
competitive one,” notes Mr. Henry. 
“Orders go to the company offering 
products that can move the most 
cubic feet of air per minute with 
the greatest efficiency and at the low- 
est cost. Up-to-date, comprehensive 
facts and figures help us to sell our 
products at competitive prices and 
yet stay in the black. 

“The complexity of our product 
line formerly led to difficulties in 
supplying sales-cost data promptly 
for each product. Our products in- 
clude blower and pump equipment in 
15 major categories. These products, 
however, are offered in hundreds of 
different sizes and size-combinations. 
As a result, salesmen’s catalog lists 














are actually a voluminous directory This booklet will 


of products. 

“The magnitude of this sales an- 
alysis job is highlighted by these show you how to 
requirements: We prepare, by pro- 
duct, monthly production reports 3 p 
which include cost breakdowns for redauce credit risks 
direct labor, manufacturing burden, 
and direct sales. We also compile 
monthly sales reports which present, 
by sales office, comparisons between 
quotas and actual sales. 

“At the end of the year we will 
prepare, on the basis of the monthly 
reports, a complete sales analysis 
breakdown for 12 months. The tabu- 
lating activities required to develop 
these cost and sales analyses involve 
the processing of more than a half- 
million marginal notched Keysort 
cards yearly.” 





















The Keysort Tabulating Punch, 
product of Royal McBee Corporation, 
now enables Roots-Connersville exec- 
utives to have marketing data in 
time for action. “A tremendous 
saving of time is achieved by elimina- 
tion of the need to transcribe data 
from original records to cards or 
tapes,” Mr. Henry says. “The elimi- 
nation of repeated processing of detail 
figures also minimizes checking of 
figures. It has been estimated thai 
about 35 per cent of clerks’ time is 
given to checking the work of others. 
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Send for 
Your Copy 





ps Checking time at Roots-Connersville 

se has been cut by more than half with St. Louis Terminal’s Controlled Inventory 
all the use of the Keysort Punch, the , , i 

of Seetaliins: atin. Plan, explained in this booklet, enables you 


to put more merchandise at the disposal of 


your dealers or distributors. 


yut The Tabulating Punch code-punch- 
es quantities and amounts into the 
body of the original Keysort record 
cards while it accumulates and prints Through this plan the increased inventory 
the totals on tapes. In fact, the Punch 
automatically processes these cards 
through all stages until the final re- 
Sits ene: gemma Send the coupon, or write for bulletin 144 
Thus the Tabulating Punch can 


punch two quantities into the body 


of a Keysort card while printing at! $T, LOUIS TERMINAL FIELD WAREHOUSE CO. 


the same time these quantities on a 
ia ateeaealliiaase: tin: aumatans, tee EXECUTIVE OFFICES: 826 Clark Ave., St. Louis 2, Mo. 


totaling. The Punch can also “‘repro- 


will not increase your credit risk. 














SS 






nd duce-punch’’ quantities from a pre- District Offices in | 
punched card. It automatically Principal Cities | Please send me bulletin 144 
uct punches net accumulations into sum- of the U.S. | 
in mary cards. | NAME TITLE 
tly The Keysort cards have holes , 
in- around the four edges. Like char- Ci eaaiaba ;, reer 
in acteristics are indicated on the cards | een neta | 
ots, by notching the corresponding holes. Backer re Ter 
of Sorting of cards by various classifi- ee ZONE —___ 
ns. cations is carried out with the stylus 
‘ats | STATE 


(Concluded on following page) 
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ROOT-CONNERS VILLE 


(Concluded from preceding page) 


or sorting needle. Insertion of the 
stylus into the hole of a group of 
cards results in the separation of 
notched cards from the group, mak- 
ing classification a simple, manual 
procedure. 


Sales Forecasts 


“Another important use to which 
the Keysort Tabulating Punch now is 
being put is keeping check on our 
annual sales forecast which Roots- 
Connersville submits to the parent 
company,” the controller points out. 

“Each salesman also has a sales 
quota. It is now possible for a sales- 
man to get accurate, current figures 
at any time on how his sales compare 
with his quota.” 

The procedure is to run the punch- 
ed cards through the machine in 
three or four minutes to obtain the 
total amounts of his sales. Former- 
ly, this tabulating would have re- 
quired a clerk to check thousands of 
customer invoices and do the nec- 
essary computations over _ several 
hours. Cumulative sales figures are 
taken and posted each day. 


Other Applications in Stere 


Another application of the Tabu- 
lating Punch now under considera- 
tion by the company is a field service 
analysis, by lines of product and by 


er, 


CUSTOMER COUNSELING was the topic of an outstanding panel discussion 
presented by the Los Angeles chapter of the National Institute of Credit and 
sponsored by the Credit Managers Association of Southern California. STAND. 
ING (l to r): John Bowles, president, Rexall Div., Rexall Drug. Co.; Hal 
Stebbins, pres., Hal Stebbins, Inc.; W. L. Chilson, Kaiser Steel Co., pres. Los 
Angeles chapter, N. I. C. SEATED: R. D. Roberts, gen. credit mgr. Union Oil 
Company of California; George Fox, vice pres.-sales, Boyle & Co.; and the 
moderator, Bryant Essick, president, Essick Manufacturing Co. 


top management to determine where 
more or less sales activity should be 
concentrated. “The high cost per 
sales call and the critical importance 
of effective sales activity in determin- 
ing a company’s profits could make 
field service analysis one of the more 
potent weapons in the sales mana- 
ger’s arsenal. 

“Royal McBee worked closely with 
us in designing cards that would be 


territories. These data would enable most suitable for each application of 


COMMUNICATION was discussed by panelists at the Ninth Annual Credit Forum 
of the Wholesale Credit Association of Oakland, sponsored by the Royal Order 
of Zebras. The panelists (seated, l to r) and the viewpoints they presented were: 
for the credit executive. Warren Van Lear, credit manager. Zellerbach Paper Co.; 
for bankers, Ray Righetti, asst. vice pres., Bank of America NT&SA; the modera- 
tor, Don Gordon, John Mulhern Co.; for salesmen, William Dittoe of Bank of 
America, formerly a sales manager for Crown Cork & Seal Co.; for accountants, 
Gordon Graham. 


STANDING (l to r): Luther O. Green, association president, and K. P. White, 
Superzeb, Oakland Herd. 
Among honored guests was Wes C. Williams, former Grand Exalted Superzeb 


and co-founder of the annual event. A lively discussion followed the formal presen- 
tation. 
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the Tabulating Punch.” Mr. Henry 
adds. “Currently, as explained, we 
are using one card which shows all 
the components of cost—direct labor. 
manufacturing burden, and material 
costs. Robert Carter, our cost super- 
now is developing a_ card 
which will show by product line. 
variable and profit - volume 
ratios.” 


visor, 


costs 


Office Must Progress Too 


In the ten years that have elapsed 
since the present top management. 
headed by Ralph E. Newquist. took 


over direction of the 
tremendous strides have been made 
in product improvement and develop: 
ment. Wisely, top management has 
emphasized that these 
should not be restricted to the tech- 
nological field; that marketing and 
other activities of the company also 
should be subject to constant scru- 
tiny so that effective performance 
may be stepped up steadily. In this 
case history simple automation shows 
how it can contribute to managemen! 
action in the area of sales. 


company. 


—— 





Do unto others as you 
would have them do unto 
you-——but do it first! 

—Anonymous 
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H.R. 4245 Would Penalize 


Insurance Firms: Grimes 


Decrying Government controls and 
H.R. 4245, which if enacted “would 
drasticaily revise the income taxes 
payable by life insurance companies 
generally” and “would further pen- 
alize a company which writes credit 
and/or group insurance for short 
periods of time”, E. L. Grimes, 
chairman of the Board, Commercial 
Credit Company, Baltimore, told a 
press conference in New York that 
whether the activities of its subsidi- 
ary Cavalier Life Insurance Company 
will have an opportunity to develop 
beyond the credit and group life 
fields “depends in large part on the 
outcome of this legislation’’. 

The House has passed the bili. If 
it becomes law, it will be retroactive 
to Jan. 1, 1958. A provision of the 
House ways and means committee 
bill, imposing a tax on a type of in- 
come not previously subject to tax- 
ation, would tax underwriting gains 
—one half currently and the other 
half when made available to stock- 
holders. 

Operations for 1958 were charged 
with an additional reserve amount 
deemed sufficient to provide against 
the maximum liability that could re- 
sult from passage. Mr. Grimes said. 
“If the bill goes through, its full im- 
pact would not hit Commercial Credit 
Company until 1961.” 

The primary source of business of 
Cavalier has been credit life insur- 
ance applicable to those indebted to 
the finance subsidiaries. 

Consolidated net income of Com- 
mercial Credit Company totaled $26.- 
802,391 equivalent to $5.29 a share. 
compared with $26,896,969 at $5.33 
a share in 1957, the board chairman 
noted. Earnings of the manufacturing 
subsidiaries dropped $1,614,366, to 
$2.637.597 ($0.52 per share as 
against $0.84 in 1957), 40% of the 
decline due to one company’s oper- 
ation of two plants for five months 
while moving to new quarters. Earn- 
ings of finance and insurance sub- 
sidiaries were up $1,519,788, to $24.- 
164.794, Finance companies, which 
expanded operations into financing 
for the boat industry and auto leas- 
ing. earned $3.21 a share compared 
with $3.14 in 1957: insurance sub- 
sidiaries $1.56 as against $1.35. 

Accounting chiefly for the finance 
companies’ larger net income was 
the $4,987,892 decrease in cost of 









money borrowed, 87% of the drop 
being in cost of money borrowed, 
13% because of less borrowing. 

Reserves of the finance and insur- 
ance companies at year-end were 
$125,710,001, made up of reserves 
for losses of $18,617,824, unearned 
income on the instalment receivables 
at $79,137,245, and unearned pre- 
miums of the insurance companies at 
$27,954,932. 

The insurance companies’ opera- 
tions showed a net income of $7,906.- 
844 after provision against possible 


enactment of H.R. 4245. 


Family Shopping and Buying 
On Increase, Panelist Says 


Family shopping has _ increased 
markedly, with more purchases, 125 
industrialists and merchants were in- 
formed by a panelist in Alfred Uni- 
versity’s Eighth Annual _ Business- 
men’s Seminar, at Alfred, N.Y. 

The speaker, Bruce Krysiak, assist- 
ant to the president of Loblaw’s. Inc.. 
Buffalo. N. Y., said, “Children are 
our best impulse shoppers. and tele- 
vision commercials make them the 
best brand shoppers”. He _ noted 
“amazing success” with new products. 


CREDIT 
INSURANCE 


It takes as much effort to 


escape work as to do it. 
—N. A. Rombe 





such as cake mixes and extended pet 
departments. 

Sales of the supermarket industry 
as a whole increased 7 per cent in 
1958, he declared, but he predicted 
keener competition. 

Dry cleaning is a barometer of 
customer attitudes but laundering is 
not, said panelist John Skelton, mana- 
ger of Looh’s Cleaners and Laun- 
derers, Inc. 

Retailers must be “‘lifters’, equip- 
ping themselves to meet new condi- 
tions, remarked Raymond Roe, presi- 
dent of Canisteo Appliance Co. 

Four requirements for successful 
operation listed by Stanley Mills, 
manager, J. C. Penney Co., Hornell 
store, are: selling organization at all 
levels, balanced stocks and correct 
assortment at the right season, mod- 
ern record-keeping methods, and 


evaluation of the entire operation of 
competitors. 





keeps your dollars working for you 


You can expand your working capital with Credit Insurance. It guarantees 
the value of your Accounts Receivable... assures their conversion into cash. 


Credit Insurance is, in effect, a guarantee that your receivables 


- are as good as money in the bank. 


Put security into your cash forecast. Ask your London Guarantee 
Representative to blueprint a personalized plan that will keep your dollars 
where they do the most good ...in capital funds. Or, if you prefer, write to... 


Credit Insurance Department 


LONDON GUARANTEE AND ACCIDENT CO. LTD. 


Member of the Phoenix of London Group 
55 Fifth Avenue, New York 3, New York 
Over Sixty Years of Continuous Service In Credit Insurance. 
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WASHINGTON 


@ ASKING businessmen and labor to help the 
Federal Reserve System in its efforts to main- 
tain price stability, Alfred Hayes, president of 
the FR bank of New York, warns that “the 
seeds of renewed upward pressures are clearly 
visible and cannot be ignored.” 

Four types of “seeds” of inflation cited by 
Mr. Hayes, in addressing the New York State 
Bankers Association, are: (1) increased liquid- 
ity in the economy, (2) continuing threat of 
additional upward adjustments of prices, (3) 
the difficulty of returning the national budget 
to balance, and (4) the inflation psychology 
which has brought apprehension abroad as to 
the dollar’s stability. 


@ WoRLD CONSUMPTION of natural rubber ran 
ahead of production in the first 11 months of 
1958, as production decreased by 67,500 tons 
from the output for the period in 1957, says 
the department of commerce. Production last 
November, however, rose 12,500 tons above the 
figure for the like month in 1957. 


@ “SoMETHING will have to be done” if the 
nation refuses to discipline itself against infla- 
tion, but adoption of wage and pricc controls 
would not be the way, President Eisenhower 
told his news conference. “What I am trying 
to prevent,” the President said, is muzzling the 
free economy by a control system. 

The Administration’s campaign for price 
stability includes warnings against excessive 
increases of wages and prices, education of the 
public on the dangers of inflation, and urgings 
that Congress accept his program for a balanced 
budget. 


@ AMENDMENT of the Robinson-Patman Act 
for mandatory provision that sellers make avail- 
able to all customers the favorable terms offered 
to one, will again be sought of Congress, says 
Rep. Wright Patman (D., Texas). 

The law, which requires sellers to offer 
equitable terms to all buyers, needs strengthen- 
ing, its co-author told members of the National 
Coat and Suit Industry Recovery Board, meet- 
ing at Miami Beach. The board presented an 
Award of Merit to Mr. Patman for his “key 
role in recognizing the problems of small busi- 
ness and in seeking to aid in their solution.” 


@ WHuILe new “cash” type savings dropped a 
bit in the third quarter last year from the pre- 
ceding quarter, the total for the first nine 
months was greater than for any full year since 
World War II ended, says the Federal Home 
Loan Bank. 

The third quarter “cash” savings were $3.887 
billions, more than the total $2,479 billions of 
the same period in 1957, but under the $4.828 
billions of the second quarter in 1958. 
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@ LecIsLATION for a new wheat program will be 
sought in the new Congress by farm legislature 
leaders in the House who were called to a “sun- 
mit conference” by H. D. Cooley (Dem., N. C.), 
agriculture committee chairman. The conferees 
did not come up with a specific program to solve 
the huge wheat surplus, but they did agree for 
the most part not to interfere this year with 
current programs for other major commodities. 

Mr. Cooley reported his belief that all the 
groups except the American Farm Bureau Fed- 
eration were near agreement on some form of 
two-price system for wheat. Last session the 
House committee approved a two-price plan 
under which wheat producers would have re- 
ceived high supports for that part of their crop 
estimated for domestic consumption, the re- 
mainder to be unsupported and free to move for 
export at world prices. The bill did not pass. 

Meanwhile Ezra Benson, secretary of agricul- 
ture, hinting he would prefer dropping the parity 
formula for setting farm price supports, said he 
was in favor of the unanimous recommendation 
of his national advisory commission that the 
Government act “as rapidly as possible” to get 
away from the parity concept and move toward 
a system of supports pegged upon average 
market prices received by farmers in previous 
years. A beginning comes this year with the 
1959 corn crop to be supported at 90 per cent 
of the average market price of the last three 
years. 


@ LEGISLATION to require large corporations to 
give advance notice of proposed price increases 
to Government and Congress will be pushed 
in the new Congress, declared Senator J. C. 
O’Mahoney (Dem., Wyo.) , member of the Senate- 
House economic committee, at a hearing on the 
problems of inflation. 

This is not news to Washington. Ten years 
ago he first introduced the measure which would 
require “those corporations which carry on more 
than 50 per cent of all the nation’s business” in 
commodities the American consumers need and 
use “to notify the commerce department six 
months before price increases would take effect.” 


@ AMENDMENT of the Fair Labor Standards Act 
to give the secretary of labor “the authority, 
without written permission from the employee, 
to recover unpaid wages illegally withheld from 
him”, will be sought of the new Congress by 
James P. Mitchell. 

The labor secretary said his department will 
increase by 50 per cent the number of investi- 
gators of violations of the wage-hour law. In 
calling for the new amendment, he pointed out 
that only 60 per cent of underpayments are re- 
funded, because the workers are afraid of offend- 
ing their employers. 





Small Business 


Investment Firms 
(Concluded from page 10) 


bank had better have a strong cor- 
respondent to call upon. 


Too much red tape. 


Opens door to too much Govern- 
ment in business and banking. 


Some questioned the adequacy of 
enough investors to provide private 
capital to do the job, so then Govern- 
ment would be called upon at first to 
help out, then maybe later to match 
funds, and still later to take over. 


Most felt there already was a real 
shortage of capable management for 
the SBIC type of business, so SBIC 
might get poor management or create 
a drain on bank management and 
others. 

Some believe convertible deben- 
tures open the door for unwilling 
dilution of ownership. 

SBA indicates a leaning toward 
private financing of SBIC. This may 
start a clamor from the “Matching 
Funds Group” and Congress may 
listen to them, thus definitely build- 
ing Government into SBIC. 

Others wonder what will happen 
when the borrower outgrows_ the 
SBIC with which it is dealing. 

Some say SBIC agreements could 
hamstring normal credit functions if 
drawn by incapable individuals. 


Questions Raised by Rathbun 


Who asked for SBIC? Not small 
business itself. Small businesses want 
loans, not equity capital. They resist 
dilution of ownership. 

There are more investors looking 
for small businesses than small busi- 
nesses looking for investment funds. 
Small businesses need capital but 
they think they need only working 
capital. 

It is questionable whether much 
equity money wiil flow from SBIC 
to small businesses in the next 12 
to 24 months (as of January). Cali- 
fornia, for example, would not need 
SBIC proportionately to other states, 


Never speak ill of your- 
self; others will always say 
enough on that subject. 


—N. A. Rombe 


———————————————————————————— 


in that its commercial banking fa- 
cilities are larger, of a statewide 
nature and do a good job as com- 
pared with small unit banks in other 
areas. 

Successful operation of a small 
business investment company re- 
quires top flight personnel, adequate 
capitalization and dedicated service. 
The prime motivation cannot be 
profit or tax write-off. 


Inventory Field Report Is 
Good Area for Photography 


Another example of successful 
office photography techniques, which 
was the subject of a feature article 
in CREDIT AND FINANCIAL MANAGE- 
MENT December °58, p. 22, is re- 
lated to us by S. Kreger, credit man- 
ager, Rolled Steel Corporation, Sko- 
kie, Ill. The problem had been: 
to keep the company’s widely-based 
salesmen informed about materials 
in stock at the main warehouse. 

“At the main Skokie warehouse,” 
notes Mr. Kreger, “Rolled Steel’s 
122-foot long chalkboard is the fo- 
cus of activity for the Skokie tele- 
phone sales staff, provides a running 
inventory for salesmen as all incom- 


ing stock is recorded on the board 
as it arrives at the plant. Sales made 
are erased from the board by the 
salesman making the sale. The board 
consists of over a thousand individ- 
ual entries and requires the fulltime 
service of one employee. 


“We found it took two full days 
to transcribe this information by 
hand, for transmittal to our sales- 
men in Houston, Minneapolis, Salt 
Lake City. In addition to its being a 
timeconsuming and unwieldy proce- 
dure, the reports would arrive too 
late to be of much value. Now 
through the simple application of 
the camera and the mails, branch 
offices obtain the same accurate in- 
formation available at the home of- 
fice in quickest possible time. 


“It is standard practice for a 
Rolled Steel staffer equipped with a 
214," by 314” sheet film camera to 
take shots of the ‘big board’ on Fri- 
day afternoons. Prints are develop- 
ed in the company’s own darkroom 
and airmailed to out-of-state sales- 
men. By Monday morning the com- 
plete Skokie inventory is in the 
hands of salesmen 1,000 miles away.” 





HOW TO FINANCE 
YOUR INCREASED 


SALES... 


Do not let credit 


limitations prevent proper distribution. 

Our Controlled Credit Distribution Plan—used by 

many leading manufacturers, permits you to supply distributors 
with a complete line while you retain title right up 

to the point-of-sale. No credit risk, a built-in credit control. 
Mail the coupon for full information. 


NAME 
ADDRESS. 
cary. 


NEW YORK TERMINAL WAREHOUSE CO. 


25 South William Street, New York 4, New York 
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Photo by Mottar 


Which is The Chase 
Manhattan Man? 


Who are they? 


One is a local banker, the other is the man from 
Chase Manhattan. Hard to tell them apart, isn’t 
it? They’re similar in a lot of ways—in their 
interests, their outlook and the work they do. 


What are they doing? 


Solving a problem together. In this case, a loan 
for business. Very often, banks have requests for 


credit which they do not wish to handle alone. 


That’s where correspondent banking comes in— 
and Chase Manhattan is the banker’s bank. As a 
correspondent, you can call on Chase Manhattan 


just as if it were an extension of your own bank. 


How do you fit in? 


Frequently our banking friends ask us to partici- 
pate in loan situations which they have developed. 
Sometimes, as a matter of policy, they prefer to 
spread their loan portfolios. Then there are occa- 
sions when they’re approaching their legal limit. 
When you need help—‘Talk to the people at 
Chase Manhattan’’—you automatically add the 
specialized facilities and resources of a world- 
wide bank to yours. 


How can we help? 


As America grows, the need for correspondent 
bank facilities grows. The next time you are con- 
fronted with a problem that requires a working 
partner, we hope you will call on your man from 
Chase Manhattan. It’s a friendly way to work— 
and resultful. 


THE 
CHASE 
MANHATTAN 
BANK 


Chartered 1799 
Head Office: 18 Pine Street, N. Y. 15 


Member Federal Deposit Insurance Corporation 
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Guides to Improve Executive Operation 


KEEPING INFORMED 


WHOLE Story OF AMERICAN BANK 
CHEcKs and Their Effect on Bank- 
ing—booklet written by Lester A. 
Pratt traces methods used by Amer- 
ican banks to process checks begin- 
ning with first chartered U.S. bank 
in 1782. For free copy, write Cum- 
mins-Chicago Corp., 4740 North 
Ravenswood, Chicago 40, III. 


Wuy Companies Grow—Report on 

results to date of a continuing 
study since 1955 by Stanford Re- 
search Institute. Noted are eight 
standards generally applied by the 
corporate investor. Four significant 
qualities of leading  sales-growth 
companies are observed. For copy of 
report, write Stanford Research In- 
stitute, Menlo Park, Calif. 


DECISION-MAKING, An _ Annotated 

Bibliography — Prepared under a 
grant from the McKinsey Founda- 
tion, by Paul Wasserman with Fred 
Silander, the list of writings on this 
important subject range from psycho- 
logical and ethical considerations to 
communications and statistics, from 
the general to the specific. 111 pages. 
Price $3.50. Available from Graduate 
School of Business and Public Ad- 
ministration, Cornell University, 


Ithaca, N. Y. 


PIONEERING NEw Horizons 1n Pow- 

ER—40-page booklet by consult- 
ants to industry and atomic power 
plant engineers, describes their serv- 
ices in engineering, financing, opera- 
tions management. Write on your 
letterhead to Pioneer Service & Engi- 
neering Co., 231 S. La Salle St., 
Chicago, IIl. 


FOR SALE 
ACME VERI-VISIBLE TRAYS 
(PORTABLE) 


(ORIGINAL PRICE $74.50 EACH) 


COMPLETE WITH 15 MASTER 
DIVIDERS AND INTERMEDIATE 
DIVIDERS 


James A. Head & Company 
BIRMINGHAM, ALA. 


To expedite receiving booklets 
described below in this column, 
address all inquiries concerning 
Efficiency Tips to CREDIT AND 
FINANCIAL MANAGEMENT, 229 
Fourth Ave., New York 3, N. Y. 


EFFICIENCY TIPS 


744—Features of automatic internal 
telephone systems for large and small 
business are described in free litera- 
ture of Tele-Norm Corp. 

v 


745—Catalog illustrating Secretarial 
Posture Chair and other Stylex chairs 
is offered by Stylex Seating Co. 

v 


746—Bell System Credit Cards, Skip- 
Stop sales plan, Sequence long-dis- 
tance calling and other business serv- 
ices of telephone company are 
described in a leaflet available from 
your local Bell System telephone 
office. 

© 
747—“Automation Labelation,” bro- 
chure of Allen Hollander Co., for 
companies using pin feed typewrit- 
ers, business machines and IDP 
equipment, is offered with test sam- 
ples of marginally punched pin feed 
labels. 

Y 


748—Plastic card holders and card 
rack installation used in bin systems 
for inventory control purposes are 
described in a leaflet of Cowan Boy- 
den Corp. 

v 
749—“Tract -a- File” catalog 101 
illustrates line of movable file cabi- 
nets which may be had with or with- 
out doors, from Ramsey Co. 

v 


750—Brochure showing “Modern 
Management Group” of coordinated, 
colorful design executive furniture of 
Herman Miller Furniture Co. is avail- 
able free. 
© 

751—Facts about dehumidification 
for plants, warehouses, stockrooms, 
is title of bulletin #512 of Abbeon 
Supply Co. which answers ten com- 
monly asked questions about the sub- 
ject, lists equipment. 
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BOOK REVIEWS 


Cases IN MANAGEMENT—By Henry 
M. Cruickshank and Keith Davis, 
$5.40. Richard D. Irwin, Inc., 
Homewood, Il. 

e Nearly 100 “cases,” on almost as 
many different phases of management 
and diversified businesses provide 
stimulating ideas and answers to stu- 
dent or executive. The range covers 
from a large manufacturing plant to 
a store with less than five employees, 
as well as the multiplant corporation, 
proprietorship, partnership, from 
policy making to labor and human 
relations, technical problems and 
principles of management. Equally 
valuable to executive, student or in- 
structor. 


? 


CONSTRUCTION ACCOUNTING AND 
FINANCIAL MANAGEMENT—By Wil- 
liam FE. Coombs. 490 pages. 
$12.85. F. W. Dodge Corp., 119 
West 40th St., New York 18, N. Y. 

e The author—attorney, CPA and 

controller — directs his comprehen- 

sive compilation and discussion of 
financial control to banker, bonds- 
man, lawyer and student, but prim- 
arily to the individual contractor. 

Many forms are included, also three 

appendices. 

Among the many topics covered 
are basic accounting patterns and 
accounting for labor, materials and 
supplies, equipment and subcontract 
costs, overhead, income and _ cash 
receipts, and insurance problems and 
job accounting. 


ALSO RECOMMENDED 


THE INSURANCE ALMANAC—1958 (46th an- 
nual) edition; 1056 pages. Valuable refer- 
ence book of factual and statistical infor- 
mation on all branches of insurance. 
Company section gives officers, coverages, 
and territory of all types of companies. 
Other sections include state insurance de- 
partments, new companies, all types of 
insurance organizations, definitions, it- 
dexed for ready reference. $7.50 plus 
postage. Underwriter Printing & Publish- 
ing Co., 116 John St., New York 38, N.Y. 


Books reviewed or mentioned 
in this column are not available 
from CREDIT AND FINANCIAL 
MANAGEMENT unless so_ indi- 
cated. Please order from your 
bookstore or direct from _ the 
publisher. 
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ON THE 


Gorpon E. HELMSTETTER has be- 
come credit manager, The Sound- 
Scriber Corporation, New Haven, 
Conn., manufacturer of dictating 
and recording equipment. Mr. Helm- 
stetter’s career in credits embraces 
eight years with Dun & Bradstreet 
as service manager in Springfield, 
Mass., and Hartford, Conn., inter- 
rupted by three years service over- 
seas as sergeant investigator with the 
Military Police. ‘since 1952 he held 
the unusual post of credit manager 
of Resolute Insurance Company, 
Hartford. Former member Hartford 
Association of Credit Management, 
he now is a member of the New 
Haven Association of Credit Men. 
He has attended the NACM Gradu- 
ate School of Credit and Financial 
Management, Dartmouth. 


KenneTH H. GrirritH, formerly 
credit representative, has been ad- 
vanced to assistant manager of cred- 
its, Jones & Laughlin Steel Corpora- 
tion Stainless and Strip Division, at 
Detroit. He began with J&L in 1949 
in the order department at Pitts- 
burgh headquarters, following grad- 
uation from Slippery Rock (Pa.) 
State Teachers College. He served as 
correspondent in sales before assign- 


ment to the credit department in 
1951. 


E. B. Smart has been advanced 
to general credit manager. The 
Cudahy Packing Company, Omaha, 
to succeed Leon W. Murphy. Mr. 
Smart began with the company in 
1947 as credit manager of the sub- 
sidiary American Salt Corporation, 
following associations with Craw- 
ford Manufacturing Co. and Good- 
year Tire & Rubber Co., in Kansas 
City. He was assigned to Cudahy 
plants at Kansas City and Omaha 
prior to becoming assistant general 
credit manager in 1951. Mr. Smart 
holds the Fellow Award of the Na- 
tional Institute of Credit (1955), is 
chairman educational committee, 


Omaha Association of Credit Men, 


Credit 


member National Packers 





Personal Side 





Group, president of his civic organ- 
ization, and assistant commandant, 
Omaha U. S. Army Reserve School. 

Leon W. Murpny, formerly Cud- 
ahy general credit manager, steps up 
to manager of oil, shortening and 
margarine operations, and to presi- 
dent of the American Salt Corpora- 
tion, also headquartering in Omaha. 


FRANK J. Ross has advanced from 
assistant general credit manager to 
general credit manager, Sears, Roe- 
buck & Company, Chicago. He suc- 
ceeds Irwin E. Joseph, who retired 
following 44 years with the com- 
pany, serving over three decades of 
that period as general credit man- 
ager. 

Mr. Ross’s career, begun with 
Sears in Los Angeles in 1936, has 
been almost completely in credit 
and collections. He was territorial 
credit and collection manager of 
Sears Pacific Coast territory before 
going to Chicago headquarters in 
1955. 


Harry E. GREEN, who began as a 
clerk at the Greencastle, Ind., plant 
in 1925, has become vice president 
and treasurer, Lone Star Cement 
Corporation, New York, N. Y. Fol- 
lowing accounting assignments in 
New York and Indiana, annual pro- 
motions followed—to assistant treas- 
urer 1954, controller 1955, treasurer 
1956. Mr. Green is active in the 
Cement Credit Division, NACM. 


Greorce B. Moran, since 1951 
vice president, The Hanover Bank, 
New York City, and recently named 
manager of the Rockefeller Plaza 
branch, has been active in banking 
and trade credit circles from incep- 
tion of his banking career upon 
graduation from Holy Cross College 
in 1933. He began with The Hanover 
in 1946 as assistant secretary. Mr. 
Moran is a member New York Cred- 
it & Financial Management Associa- 
tion, Toppers Credit Club and Cred- 
it Men’s Fraternity, and he is a direc- 
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tor of Hat Corporation of America. 
In World War II he rose from U. S. 
Air Force private to lieutenant 
colonel. 


Winston S. McApoo has been ap- 
pointed financial projects specialist, 
Montgomery Ward & Company, Chi- 
cago, stepping into the post vacated 
by Andrew Lamb, who became treas- 
urer of the company last September. 
Mr. McAdoo earlier had been vice 
president and treasurer of George 
Getz Corporation, Chicago, and of 
Tru-Ade, Inc. 


Myron V. Jacoss has been named 
treasurer, Kordite Corporation, Ma- 
cedon, N. Y. Kordite is a wholly 
owned subsidiary of National Dis- 
tillers & Chemical Corporation. 


L. H. NEEDHAM, Jr. has advanced 
to credit manager, Industrial Rayon 
Corporation, Cleveland. He joined 
the company’s accounting staff in 
1956 and has been in credit since 
1957. He is a member of Cleveland 
Association of Credit Men, New 
York Credit & Financial Manage- 
ment Association, the Fiber Pro- 
ducers’ Credit Association, Inc. 





Modernizing the Office 


New Equipment to Speed Production and Reduce Costs 


Control Vibration, Creep 


570 As offices expand use of me- 
chanical equipment Unisors Vibra- 
tion Control Pads of The Felters 
Company are finding increased ap- 
plication. For use under medium- 
duty office machines and plant equip- 
ment, such as key punch computers. 
checkwriters, card sorting machines, 
bookkeeping machines, to reduce 
transmitted vibration and noise lev- 
el, Unisorb pad may be used in “free” 
mounting position or with special 
Unisorb cement where sliding or 
creeping is a problem. Device pro- 
tects tile floors and carpeting, says 
manufacturer. Additional details in 
free booklet, “How to Mount Ma- 
chinery on Unisorb.” 


Compact Recorder 


571 Lightweight GBC STENOMAs- 
TER Dictating and Transcribing Tape 
Recorder (weight only 10 lbs.) is a 
complete business correspondence 
unit, useful as well for recording of 
conferences. sales call reports. de- 
positions and two-way phone con- 
versations. Stenomaster records on 
31%” reels of reusable magnetic tape 
more than two hours of dictating or 


listening. says distributor GBC 


America Corporation. Automatic mi- 

rophone, standard equipment, has 
fii fingertip control for dictating, 
playback. corrections. start. stop. Of 
italian-make. Stenomaster can play 
back from built-in loudspeaker sys- 
tem or through dual earphone head- 
set. 


Easy-Tote Storage File 


572 Convoy Tote Transfer Files. 
though light in weight. are made of 
heavy-duty corrugated “Chem- 
Board” which is chemically impreg- 
nated to achieve a superior degree 
of strength. Hand hole at rear of 
drawer makes for easy handling, es- 
pecially helpful when drawer is fill- 
ed at transfer time. Files have smooth 
exterior, are impervious to damp- 
ness, says the manufacturer, Con- 
voy, Inc. Convoys, one of a line of 
15 different files, are sold assembled 
and ready for use. 





This Department will welcome 
opportunities to serve you by 
contacting manufacturers or 
wholesalers for further infor- 
mation regarding products de- 
scribed herein. Please address 
MODERNIZING, Credit & Finan- 
cial Management, 229 Fourth 
Ave., New York 3. 
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Copies Anyone? 


573 Equipped with a carrying han. 
dle, for use whenever and wherever 
needed, the GeENcO PorTA-FAXx Au- 
tomatic Copying Machine plugs in 
anywhere for speedy automatic 
printing of sharp copies. at rate of 
60-90 copies per hour, notes man- 
ufacturer. General Photo Products 
Co. Inc. Unit weighing 18 pounds f 
handles sheets up to 914” wide, of } 
any length, and reproduces from | 
all colors and bal.point pen. Copies | 
are opaque black on pure white. | 
Other features: two copies may be 
produced from one negative: trans- 
parencies can be made for use with 
Diazo. Of all-steel construction. unit 
is easily operated by any _ office 
worker. 


Rope Cutter 


574 New safety model Twine CUT- 
TER of Flash Manufacturing Com- 
pany may be mounted on a bench in 
any position. Operator cannot cul 
his fingers against the sharp edge o! 
the blade, notes maker. By merely 
pulling any twine, rope or cord 
through the V-shaped opening, the 
spring action blade cuts the twine 
or rope safely. Literature, sample o” 
request. 
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Heavy-Duty Folding Unit 





575 Completely automatic, heavy- 
duty Foxp-O-Matic Folding Ma- 
chine of Print-O-Matic Company. 
Inc.. the Model FH-5HD for large- 
volume mailers embodies new type 
features which deliver up to 120 
folded sheets or sets per minute in 
any of eight popular folds. Unit han- 
dles sheets from 4x4” to 9x14”, 
singly or in stapled sets up to six 
sheets. Portable work and jogging 
table is standard equipment. Meas- 


uring only 32x14” when fully set 
up, snap-in, snap-out conveyor and 
stacking tray permit compact stor- 
age in space only 18x14”. 


“No Snoop” Intercom 


576 Masco’ Add-a-Call 6-station 
Master Intercom unit of Mark Simp- 
son Manufacturing Company can be 
operated for Master-to-Remote or 
Remote-to-Remote installations. Vari- 
ous combinations are possible. Re- 
motes have a “No Snoop” feature 
that can cut themselves out of the 
system at will. Flush wall mounting. 





table type or door Remotes can be 
used. System operates from 117 volts. 
30/60 cycles AC as well as DC, and 
requires only 30 watts of power. 
notes maker. 


The trouble with oppor- 


tunity is that it always 
comes disguised as hard 
work, 


—H. V. Prochnow 











These Machines Speak the Same Language 








577 ~=National Cash Register Company’s family of bank machines, designed 
to conform with American Bankers Association-approved “E-13-B” Common 
Machine Language for Check Handling, marks latest advances on road toward 
eventual full automation of banking operations. 





Pitney-Bowes/NCR Magnetic Charac- 
ter Sorter—/for automatically sorting 
magnetically encoded media which 
meet ABA E-13-B specifications. De- 
veloped jointly by Pitney-Bowes, Na- 
tional Cash Register and General 
Electric, machine’ sorts intermixed 
media at rate of 750 items per min., 
regardless of varying lengths, widths 
and thickness. Its operation is said 
to be extremely simple. Each stacker 
of twelve compartments can_ hold 


1200-1500 items. 





Magnetic Amount Printer—for mag- 
netic imprinting of amounts on checks, 
deposits, other media as items are 
being proved. Imprinting amounts on 
media as a byproduct of the proof 
procedure eliminates any need for 
rehandling items to obtain magnetic 
impressions. This unit can be used 
with any National Class 2000 Proof 
Machine in use today with slight mod- 
ification of the latter. NCR points out. 





Magnetic Qualification Printer—/for 
magnetic imprinting of media with 
the account number or ABA numbers 


and Federal Reserve routing symbol, 
in ABA-approved Arabic font. Zero 
printing is automatic, as are hyphen 
printing and printing of the account 
number symbol. Repeat key permits 
any desired number of items to be 
similarly imprinted merely by insert- 
ing them into the printing table. 





Automatic Ledger Feeder—for auto- 
mating trial balances and balance 
transfers with the Post-Tronic.* When 
**Automatic Feed” switch is depressed, 
each card is individually, consecutive- 
ly and automatically fed into the 


Post-Tronic. Post-Tronic reads _bal- 
ance, prints amount on journal and 
returns record to feeder. Accounts 
with “good” and accounts with over- 
draft balances may be sorted and 
stacked in separate compartments in 
the feeder as they are returned. 








*National Cash Register's Post-Tronic for elec- 
tronic posting of checking account records spear- 
headed the company's bank automation program, 
and there are now some 3,500 Post-Tronic units in 
use. 


$4.7 Billions of “Ghost” Roads 
Diverted to Non-Highway Use 


Phenomena of the last quarter 
century are the “ghost” roads of 
America, roads that the highway 
users paid for in gasoline taxes and 
motor vehicle fees diverted to non- 
highway functions of government, 
says Tax Economics Bulletin. 

In 23 years ended with 1957, more 
than $4.7 billions of highway user 
tax money collected by the states 
vanished into other governmental 
activities, and this translates into 
148,000 miles of improved roads 
lost—the nation’s “ghost” roads. 

In the period, state highway de- 
partments built or improved 860,000 
miles of roads. In other words, says 
the Bulletin, for every six miles of 
roads built or improved, one mile 
was lost to tax diversion. 
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Legal Rulings and Opinions 


Ruling on Section 70-c 


Section 70-c of The Bankruptcy 
Act deprives defrauded creditors of 
rights they were believed to have 
under Section 2-702 of Pennsyl- 
vania’s Uniform Commercial Code, 
Referee Bertram K. Wolfe ruled, in 
Philadelphia. 

Section 2-702 has been thought to 
give a vendor the right to void a 
sale on credit and recapture his 
goods if he discovers within 10 days 
after the transaction that the buyer 
was insolvent or used fraudulent 
means to obtain the goods. 

Seller’s rights, it was stated, are 
subject to those of a creditor who 
has placed a lien on the goods 
after their delivery, and/or those of 
an innocent purchaser who was un- 
aware of insolvency or fraud. 

But if bankruptcy proceedings 
are filed against the buyer within 
the 10-day period and his trustee 
obtains possession of the goods 
after delivery, the trustee, under 
Section 70-c, the referee held, be- 
comes a lien creditor with rights 
superior to those of the defrauded 
creditor. 

The ruling, which presently ap- 
plies only to the Philadelphia dis- 
trict but could become a nationwide 
precedent if sustained by the higher 
Federal courts, was made in the 
bankruptcy case of Harry Kravitz 
and Jacob Rovner, who traded as 
Lincoln Tire Co., area four-store 
home furnishings discount chain. 

Referee Wolfe rejected a claim 
by Wilcox-Gay Corp., Brooklyn, 
N. Y., to the entire bankruptcy sale 
proceeds of $20,967 for radio-pho- 
nographs it sold to Kravitz and 
Rovner Jan. 17, 1958, three days 
before they and their firm were 
petitioned into bankruptcy. He al- 
lowed it as a general unsecured 
claim. 

Edward Cohen, Philadelphia, and 
Arthur J. Romans, New York, attor- 
neys for Wilcox-Gay, filed notice 
of appeal to Federal court to set 
aside the referee’s ruling. 

Morris Wexler, of Wexler, Mul- 
der & Weisman, represented Nor- 
man Klauder, trustee. 


Indorser’s Non-Discharge 


Only if the maker of the instru- 
ment is a Georgia resident, and his 
county of residence alleged, is there 
effective application of the state 
statute providing that any surety, 
guarantor or indorser at any time 
after the debt on which he is liable 
becomes due may give notice in writ- 
ing to the creditor, who will proceed 
to collect the debt from the princi- 
pal, and if the creditor refuses or 
fails to commence the action within 
three months after such notice, the 
indorser, guarantor or surety shall 
be discharged. 

The state supreme court so ruled 
in an action brought by a Georgia 
lumber company against an Illinois 
building corporation and its presi- 
dent on a promissory note which 
the president had signed on the back. 

The defendant claimed that he was 
a guarantor rather than an indorser 
but the court stated that a person 


signing a promissory note on the 
back is prima facie an indorser un- 
der Georgia law. The note contained 
a waiver of demand and protest, and 
so the payee was permitted to sue 
both the maker and indorser in one 
suit though it had failed to act on 
the indorser’s direction to sue the 
maker immediately. Glasser v. De- 
catur Lumber & Supply Co. 99 SE. 
2d 330 (1957). 


Relationship with Bank 


Debtor-creditor relationship ended 
on the day the decedent died, and 
the money was not owed to the joint 
account but became the property of 
decedent’s estate, an appellate court 
in California ruled in a case in which 
the death occurred between the time 
the decedent had ordered transfer of 
funds from one bank to another and 
the time the credit entry was made 
in the recipient bank’s ledger. The 
depositor died January 23; the entry 
was made January 27. Both the sur- 
viving joint depositor and the de- 
ceased depositor’s executor had 
claimed the funds that had _ been 
tranferred to the joint account. 

The appellate court reversed the | 
lower court which had found in fa- 
vor of the joint depositor. 


CLARK R. GITTINGS (seated left), new president of the Rocky Mountain 
Association of Credit Men in Denver, receives the gavel from Ralph V. Peoples, 
retiring executive. Mr. Gittings is president Gittings Lumber Co., Inc.; Mt 
Peoples, division credit manager Continental Oil Co., both of Denver. 

Looking on (lI to r) are: Charles K. Crews, treasurer Thompson Pipe and 
Steel Co.; Mrs. Alta Sethaler, credit manager Central Electric Supply Co., 4 
Neil Shaw, credit manager Schlumberger Well Surveying Corp. Mrs. Sethaler, 
association treasurer, is vice chairman of the National Credit Women’s Executive 
Committee. Mr. Crews and Mr. Shaw are new directors. Not shown: David 4. 
Cluster, general manager Park Elitch Co., new director, and George Spilane, 
credit manager Beatrice Foods Co., association vice president. James B. McKelvy 


was re-elected secretary-manager. 
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Electrical Industry Looking Up, 
Editor-Publisher Tells Group 


The electrical industry, in its come- 
back from the recent recession, will 
move upward gradually but steadily 
this year, Fischer 
Black, editor- 
publisher of 
Electrical World, 
told members of 
the National 
Electrical Manu- 
facturers New 
York Group of 
the National As- 
sociation of 
Credit Management. Mr. Black based 
his forecast on data compiled by the 
publication’s market research unit. 

In the ensuing roundtable discus- 
sion, with Mr. Black as moderator, 
members recounted their companies’ 
recent experiences in sales and col- 
lections. The consensus was that col- 
lections should improve this year; 
sales are up, with customers begin- 
ning to buy more to build up stock 
supply; and no immediate price in- 
creases are indicated. 


FISCHER BLACK 


Workshop Demonstration in 


Boston Is Attended by 100 


More than 100 members of the 
New England Association of Credit 
Executives, Inc., braved a _ snow- 
storm to attend a dinner meeting 
highlighted by a Workshop demon- 
stration by William P. Layton, di- 
rector of education, National Asso- 
ciation of Credit Management, and 
credit executives of four diversified 
businesses and industries in Boston 
area. They were Harley T. Blake, 
credit manager, E. Van Noorden 
Co.; Thomas J. Brown, credit man- 
ager, Gulf Oil Corporation; Harvey 
M. Lewis, loan officer, The First Na- 
tional Bank of Boston; and Millard 
A. Lovejoy, credit manager, Draper 
Corporation. Raymond Coyle. presi- 
dent of the New England associa- 
tion, presided. 

“Customer Counseling” was the 
subject of a rapid-fire discussion. 
followed by a question-and-answer 
period. The speakers showed that 
customer counseling can lead to so- 
lution of many problems in credit 
collections and financing. The topic 
was discussed in several phases: 

at is customer counseling? When 
and how do you counsel customers 
on objectives? Who in your organ- 
ization is responsible? 


William H. Pouch Gave Signal Service 
To NACM, Education, War on Crooks 


The death of William H. Pouch, 
84, chairman of the board of Con- 
crete Steel Company, New York, 
which he had founded in 1907, clos- 
ed a milestone chapter in the history 
of credit organization and the Na- 
tional Association of Credit Manage- 
ment. 

Election of William Pouch as pres- 
ident of National at the 31st annual 
convention, in 1926 in New York, 
was a recognition of the muttiple 
services he already had contributed 
to Credit. 

At the Credit Congress the pre- 
vious year, in Washington, a silver 
cup had been presented to him as 
chairman of the general executive 
committee of National Fund for 
Credit Protection, which had raised 
more than one million dollars in a 
campaign of the association to drive 
commercial crooks out of business. 


Credit Women Officially Recognized 


At the Washington convention Mr. 
Pouch, on election as Eastern Divi- 
sion vice president, bespoke his ac- 
tive interest in the National Institute 
of Credit. In his presidency he did 
much to expand the educational as- 
pects of the association’s activities. 
In his term of office credit women 
and Credit Women’s Groups were 
given official recognition. 

Born in Brooklyn in 1875, Wil- 
liam Henry Pouch was_ gradu- 
ated from Sheffield Scientific School 
at Yale. He went with the Newburgh 
(N.Y.) Electric Railway Company, 
reorganized it seven years later, then 
became vice president and general 
manager of the Orange County Trac- 
tion Company. 

In 1907 he left Newburgh to be- 
come treasurer of Concrete Steel 
Company. Interested in mercantile 
credits, he took a course in the Brook- 
lyn Y.M.C.A. Among the instructors 
was J. Harry Tregoe, who after two 
terms as National’s president, became 
executive manager in 1911. 


New York Association’s Head 


Joining the New York Credit & 
Financial Management Association, 
Mr. Pouch was its president 1924-26. 

In World War I he was for seven 


months business manager of the Par- 


is headquarters of the Y.M.C.A. Un- 
der Mayor James Walker of New 
York he served on the city planning 
and survey committee. For 30 years 
he was a leader in the Boy Scout 
movement, and his gifts made pos- 
sible the William H. Pouch Camp 
near New Dorp, Staten Island. 

He was a trustee of Empire City 
Savings Bank, a director of Ameri- 
can Dock Company, member of the 
advisory board of Chemical Corn Ex- 
change Bank, president of Pouch 
Terminal, Inc., and treasurer of the 
Protestant Council of New York. 

Surviving are his wife, He'ena, and 
a sister, Mrs. Mabel Geis of Dunedin. 
Fla. 


T. A. Sealese 


Thomas A. Scalese, assistant 
treasurer, office and credit manager 
of Charles Millar & Son Company. 
Binghamton, N.Y., had been with the 
company for 40 years. He was pres- 
ident of the Triple Cities Associa- 
tion of Credit Men 1944-45. 


George C. Bennett 


George C. Bennett, assistant vice 
president in the auditing depart- 
ment of Bankers Trust Company, 
New York, died after extended ill- 
ness. Mr. Bennett’s entire career had 
been in bank insurance work. 


Three Scholarships Offered 
For NACM’s Graduate School 


The Motor and Equipment Manu- 
facturers Association is offering ex- 
perienced executives three one-year 
scholarships to NACM’s Graduate 
School of Credit and Financial Man- 
agement. The scholarships will be 
honored at either Dartmouth Col- 
lege or Stanford University and are 
open to members and non-members. 

To apply, state in 250 words or 
less why you qualify for the award, 
and mail to: 

Scholarship Committee 

Motor and Equipment Manu- 
facturers Association 

250 West 57th St. 

New York 19, N. Y. 


Awards will be announced at the 
Credit Congress in Dallas in May. 
For additional information address 
the Scholarship Committee. 
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Program Completed, Panelists Named, Convention 


At Dallas Will Have EVERYTHING to Offer} 


ITH completion of the formal 

speaking program and the 

personnel of the panels on 
Monday afternoon and Thursday 
forenoon of convention week, the 
Sixty-Third Annual Credit Congress 
assures members of the National As- 
sociation of Credit Management as- 
sembling in Dallas May 3 to 7 that 
they will carry home a wealth of 
fresh ideas to apply to their opera- 
tions, both in credit department 
methods and procedures and in 
grasp of the overall economic de- 
velopments and trends that modern 
credit management must have at 
fingertips. 


Two nationally known speakers in 
widely diverse fields will address the 
convention at the Wednesday fore- 
noon plenary session. They are 


Dr. William R. Conte, chief, 
In-Patient Psychiatric Service, 
Woodlawn Psychiatric Hospital, 


Dallas, and 


William A. Blakley, rancher, 
industrialist, banker, and former 
U.S. senator from Texas. 


Dr. Conte, whose topic will be 
“How To Be an Executive and Live”, 
has contributed articles and reports 
to many national and sectional pub- 
lications. He is associate professor 
of psychiatry, University of Texas 
Southwestern Medical School, Dallas: 


Dr. W. R. Conte 


medical director at Woodlawn 
Psychiatric Hospital; consultant in 
psychiatry, Terrell (Texas) State 
Hospital; and chairman, advisory 
committee to the School of Occupa- 
tional Therapy, Texas State College 
for Women, Denton. 

Graduate of the University of 
Wichita, Mr. Conte received his M.D. 
degree from Vanderbilt University 
School of Medicine. served on rotat- 
ing internship at Pennsylvania Hos- 
pital in Philadelphia, was associate 
chief of psychiatric service at Vet- 
erans Administration Hospital in 
Wichita, resident in psychiatry at 
Colorado State Hospital, and resident 
in psychiatry at University of Col- 
orado School of Medicine. 


NOTICE 


TO THE MEMBERS OF THE 
NATIONAL ASSOCIATION OF 
CREDIT MANAGEMENT, INC.: 


You are hereby notified that the 
Annual Credit Congress, Convention 
and Meeting of the members of the 
National Association of Credit Man- 
agement, Inc., will be held at the 
Statler-Hilton Hotel, in the City of 
Dallas, Texas, from May 3 to May 
7, 1959, inclusive, and that at the ses- 
sion thereof to be held on May 4, 
1959, at 3:45 o’clock P.M., the fol- 
lowing resolution proposed by the 
Board of Directors will be presented 
for consideration and adoption: 

“Resolved that effective July 1, 

1959, the first sentence of Ar- 

ticle IV, Section 1, of the By- 

laws be amended to read as 
follows: 
“ ‘Each affiliated associa- 
tion shall pay to this As- 
sociation dues at the rate 
of $12.00 per annum for 


each member of such af- 
filiated association’ ” 


and there will also come before said 
meeting such other business as may 


be lawfully transacted. 


Dated: February 24, 1959. 


Philip J. Gray, Secretary 
By order of the Board of Directors. 
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William A. Blakley, attorney ana 
certified public accountant, was ap. 
pointed to the United States Senate 
from Texas in 1957 to fill the va. 
cancy created by the resignation of 
Price Daniel, now governor. 


Mr. Blakley’s many interests in. 


clude ranching and farming, oil pro- 


duction, real estate and insurance, 
project is Ex. 


His major current 
change Park. 


Member of the Dallas, State and f 
Associations, Mr. ff 
Blakley is a trustee of Southwestern f 
Southwestern | 
Medical Foundation: a sponsor of f 


American Bar 
Legal Foundation: 


the Law Institute of the Americas 


(international graduate law school 


at Southern Methodist University): 


a director and executive chairman 
Airways: | 


of Braniff International 
founder and chairman of the Board 
of Exchange Bank and Trust Com. 
pany. 

An outstanding panel discussion 
will be on “Insurance as Additional 


Credit Security,” a subject of vital f 


importance to credit operation, 


The panel presentation by insur ff 


ance buyers will be a highlight of 
the plenary session on Monday aft 
ernoon, May 4th (not Wednesday. 


as stated in the March issue). With f 
OrvILLE B. TEARNEY, manager o! § 


corporate insurance and credits, In- 
land Steel Company, Chicago, as 
moderator, steps and procedures to 


William A. Blakley 





= . 3 @© see 





ion 
nal 


ital 








: treasurer, 


avoid the hazards and risks which 
can wreck a company wiil be dis- 
cussed by these panelists: 

Tuomas F. GLAvEY, vice president 
in charge of insurance department, 
The Chase Manhattan Bank, New 
York, and 

J. J. Dorcan, treasurer, Continen- 
tal Oil Company, Houston; 

BERTEL E. JONSON, assistant to the 
treasurer, Hunt Foods, Inc., Fuller- 
ton, Calif. 


Thursday’s Panel on Training 


Training and credit personnel de- 


) velopment will be the theme of the 
) panelists on 


Thursday forenoon, 
K. Catvin SOMMER, 


Youngstown Sheet and 
of the 


headed by 


Tube Company. Members 


) panel are: 


Robert M. GARDINEER, assistant 


) to the general credit manager. Con- 


tinental Can Company, New York; 
OscaR W. HARIGEL, vice presi- 


‘f) dent, Houston National Bank: 


Raymonp T. Custer, New Eng- 
land district financial manager, 
Graybar Electric Company. Boston, 
and 

J. Homer Hitr, district credit 
manager, A:uminum Company of 
America, Chicago. 

Biographic sketches of Mr. Tear- 


ney and Mr. Sommer appeared in 


) March CFM. 


More About the Panelists 


John J. Dorgan joined Continen- 


tal Oil Company in 1948 at Ponca 
» City, Okla., transferred to Houston. 


and after war service returned in 
1952 as assistant to the president. 
After periods in Denver and Casper, 
Wyo., he was promoted to director 
of credit and insurance two years 
ago. 

Thomas F. Glavey, graduate of 


—_—— 








K. C. SOMMER 


ON “TRAINING AND CREDI 


O. W. HARIGEL 


PANEL OF INSURANCE BUYERS 


O. B. TEARNEY T. F. GLAVEY 


St. Johns University, Brooklyn, en- 
tered the service of The Chase Man- 
hattan Bank (then Chase Bank) in 
1929 and was assigned to the insur- 
ance department in 1940. He was 
named assistant cashier in 1946, as- 
sistant vice president 1951. and vice 
president at the beginning of 1957. 

As assistant to the treasurer of 
Hunt Foods, Inc., Fullerton, Calif., 
Bertel E. Jonson directs the customer 
credit programs of Hunt Foods and 
subsidiaries, Glass Containers Cor- 
poration and Nevada Silica Sands 
Corporation, and supervises all credit 
department operations. Graduate of 
the University of Illinois, Mr. Jon- 
son practised law in Chicago three 
years, was with Glidden Company, 
first as manager of the industrial 
credit division, Chicago, and later as 
regional credit manager, San Fran- 
cisco. He joined Hunt Foods in 
1955, and attended NACM’s Grad- 
uate School at Stanford University. 

Personnel procurement and _ ori- 
entation will be the topic of Robert 
M. Gardineer on the Thursday pan- 
el. Mr. Gardineer, before joining 
Continental Can Company, had been 
secretary and associate director of 


NACM’s Credit Research Founda- 


R. M. GARDINEER 


T PERSONNEL DEVELOPMENT” 


R. T. CUSTER 


J. J. DORGAN B. E. JONSON 


tion, and associate director of the 
Graduate School, from which he re- 
ceived the Executive Award in 1953. 
He had begun his business career in 
banking, with Lahey, Fargo & Co.., 
commercial paper brokers, New 
York. 

Oscar Harigel’s subject is off-the- 
job training—formal and _ personal 
(technical). Mr. Harigel, NACM 
director 1954-57, entered the staff 
of Houston National Bank in 1933. 
became credit department manager 
in 1946, assistant cashier 1948, as- 
sistant vice president 1951, and vice 
president in 1954. 

Raymond T. Custer, graduate of 
St. Anselm College in 1937, is fi- 
nancial manager, New England dis- 
trict, Graybar Electric Company. 
with his headquarters in Boston. He 
attended NACM’s Graduate School 
at Dartmouth in 1955. Mr. Custer’s 
panel topic is general management 
training. 

Self-improvement, human devel- 
opment and growth will be discussed 
by J. Homer Hilf, district credit 
manager of Aluminum Company of 
America. Mr. Hilf is a past director 
of The Chicago Association of Cred- 
it Men. 


J. H. HILF 
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Diversified Program of Special Events 
Awaits Women at the Credit Congress 


MPORTANCE of fun and relaxa- 

tion as a buffer for the full busi- 
ness schedule of the convention is 
duly noted in the entertainment com- 
mittee’s many contributions to the 
well-rounded program. 

The Credit Wives of Dallas will 
greet the ladies arriving on Sunday, 
May 3d, at the Hospitality Friend- 
ship House, Room 429, at the Stat- 
ler-Hilton hotel. Here information 
will be instantly available regarding 
points of interest—educational, sarto- 
rial, recreational. The room will be 
open from 9 a.m. Sunday until Mon- 
day night. 

A highlight Sunday will be a re- 
ception and tea, 3 to 5 p.m., by the 
Dallas Credit Women for all ladies 
attending the convention, and their 
husbands. 

The Annual Business Luncheon of 
the Credit Women’s Groups will be 
held on Monday in the Embassy Ball- 
room of the Statler-Hilton, in a west- 
ern setting, with a gift for each lady 
attending. 

Monday afternoon will come a bus 
tour of “Big D”, with visits to such 
high spots as the Garden Center at 
Fair Park with its 1,800 varieties of 
roses in blossom, to beautiful hilltop 
Southern Methodist University, and 
along Turtle Creek boulevard flanked 
by the rows of azaleas in full bloom— 
and refreshments served along the 
way. For alternate entertainment a 
card party has been arranged. 

Monday at 6:30 p.m. comes a ban- 
quet for wives of delegates, sponsor- 


George Jessel 


Mrs. Herbert Emery 


ed by the Dallas Credit Women, with 
a full program featuring Mrs. Her- 
bert (Frances) Emery, noted lecturer. 

Combining world travel experi- 
ence with dramatic and timely book 
reviewing, Mrs. Emery has appeared 
on platforms in many states and in 
Canada and Mexico. For three sum- 
mers she has toured Europe, twice as 
conductress for the Arthur Train 
Travel Service. 


Jan Garber and his orchestra, 
with daughter Janis among the solo- 
ists, will provide the music Monday 
at the President’s Reception and 
Ball (9 P. M.). 


On Tuesday, May 5th, the Credit 
Wives of Dallas will sponsor a lunch- 
eon in the grand ballroom of the 
Statler-Hilton. A fashion show will 
follow, staged by Neiman-Marcus, 
with gifts and door prizes. 


George Jessel, 50 years in show 
business—playwright, producer, song 
composer, star of stage and motion 
picture, and celebrated toastmaster 
—will appear on the entertainment 
program Wednesday (9 P. M.) with 
eight other outstanding acts. 

Georgie, who at 9 was singing in 
a theatre of New York’s Harlem and 
at 14 had his own vaudeville act, 
rushed on to become a star of Broad- 
way and night clubs, then turned to 
radio and television. He was “toast- 
master general” to Presidents Roose- 
velt and Truman. In the last few years 
he has made innumerable speeches 
to aid Israel’s democracy. 
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A. C. Hopkins, 22 Years with 
Oregon Association, Retires 


Allan C. Hopkins, stepping out 
after 22 years as executive secretary 
of the Portland (Ore.) Association 
of Credit Men, 
was honored at 
a dinner of the 
association. He 
was accompanied 
by Mrs. Hopkins. 

During Mr. Hop- 

kins’ tenure, 

membership in 

the Portland as- 

sociation has “<S soe 
more than doubled. 

Before he went with the association 
in 1937 Mr. Hopkins’ business ex- 
perience included managing the or- 
chard and nursery interests of his 
family, a professorship at the Uni- 
versity of Oregon, several years of 
newspaper experience, and executive 
secretary of the Oregon World War 
veterans’ state aid commission. He 
is a graduate of Wharton school of 
finance, University of Pennsylvania, 
and in World War I he served ac- 
tively under General Pershing as regi- 
mental adjutant, 364th Infantry. He 
is active in civic affairs and a men- 
ber of Kiwanis. His present home is 
in Vancouver, Wash. 


Women Honor Haider 


TRIBUTE unique to cred- 

it men was accorded §S. J. 
Haider, NACM vice president, 
when the Minneapolis Whole- 
sale Credit Women’s Club elect- 
ed him honorary life member of 
‘heir group. 

Mr. Haider, NACM conven- 
tion director and former secre- 
tary of Credit & Financial Man- 
agement Association, Minneap- 
olis, was a guest speaker on 
“Woman Power” at the Midwest 
Credit Women’s Conference. 
(CFM February issue). 

The Minneapolis Tribune 
took cognizance of Mr. Haider’s 
new honors with an article and 
picture in a recent issue. 











IFFERING in basic economic 
[) snospher from last year, 

when the recession was upper- 
most in business thinking, Industry 
Meeting Day at the 63rd Annual 
Credit Congress, in Dallas, will open 
on today’s dominant note of the re- 
covery and the expectation of grad- 
ual acceleration of that upward 
movement, plus the challenge of 
sharpened competition. 
| Analysis of the completed pro- 
grams for the Industry Group Meet- 
ings on Tuesday, May 5th, shows 
that every phase of credit depart- 
ment operation will be discussed in 
the light of latest developments, 
both in formal addresses and in pan- 
els. Furthermore, open forums have 
been scheduled to permit the widest 
participation in questions from the 
flor. Pienary sessions are waived 
for the day. 

Educators, jurists, Federal Gov- 
ernment representatives and com- 
pany executives will present forecasts, 
reviews and case-history experiences 
to the credit managers. 


Many Noted Speakers 


Among the many guest speakers 
at Industry sessions will be such 
authorities as Charles E. Walker, 
vice president, and Philip E. Cold- 
well, director of research, Federal 
Reserve Bank, Dallas; Trent Root, 
vice president and controller, Dr. 
Sterling Wheeler, public relations 
director, and Dr. A. Q. Sartain, pro- 
fessor of psychology, all of South- 
ern Methodist University; Judge 
Julian C. Hyer; Judge Elmore 
Whitehurst, referee in bankruptcy; 
C. J. Wagner, past president, Com- 
mercial Law League of America; 
Frederic J. Lanning, general man- 
ager, Motor and Equipment Manu- 
facturers Association; Milton F. 
Brown, president, Dallas Clearing 
House Association; L. A. Jennings, 
U. S$. deputy controller of the cur- 
tency; Dr. Richard B. Johnson, 
coordinator, Southern Graduate 
School of Banking; Leo W. Allman, 
U. S. Department of Labor. 

Following are the detailed pro- 


grams of the Industry Group Meet- 
ings, 


Advertising Media 


Forenoon session: Open forum. Discus- 
sion leaders and subjects: “Cooperation 
between the Advertising Department and 
Credit Department”, G. W. Sites, credit 
manager, Los Angeles Times; “Advertising 
Agencies and Retail Accounts”, W. F. 
Morgan, credit manager, Fort Worth Star- 
Telegram; “Co-Op Advertising”, Thomas 
J. Adams, credit manager, The Times-Pic- 
ayune, New Orleans; “Automation and the 
Credit and Billing Departments”, W. B. 
Seidel, credit manager, Times Herald Print- 
ing Co., Dallas. 

Afternoon talks: “Collections through the 
Courts”, Arthur S, Alexander, Goldberg & 
Alexander, attorneys, Dallas; “Your Credit 
Association—What You Can Expect from 
It”, M. L. Mitchell, NACM, Carolinas Unit, 
Inc., Charlotte. 

Open forum. Discussion leaders and sub- 
jects: “Transient Advertising Problems”, 
C. D. Scherer, credit manager, The Houston 
Post; “Transient Advertising Collections’, 
L. F. Sullivan, credit manager, Des Moines 
Register-Tribune. 


H. B. BRADEN Cc. A. MOORE 
Automotive 

Three formal presentations; two open 
forum and panel discussion periods. 

Forenoon speakers: “Put It in Writing”, 
James W. Marsteller, credit manager, The 
DeVilbiss Co., Toledo; “Your Association”, 
G. Royal Neese, secretary-manager, NACM 
Cherokee Unit, Chattanooga. 

Panel and open forum. Subject: “The 
Credit Merry-Go-Round—or, Where Do 
We Go From Here?” Moderator: H. B. 
Braden, American Gear & Parts Co., Dallas. 
Panel members and topics: (1) “Construc- 
tive Credit Department Assistance to Cus- 
tomers”, George M. Russell, credit man- 
ager, Beard & Stone Electric Co., Dallas; 
(2) “Finance Plans for Merchandise and 
Equipment Sales”, Mrs. Ellen Anderson, 
treasurer, Shields, Harper & Co., Oakland; 
(3) “Cash Discount—When to Allow”, 
Mart Lopin, credit manager, Archenhold 
Automobile Supply Co., Fort Worth. 

Afternoon speaker: “Are We Progress- 
ing Too Fast?”, Frederic J. Lanning, gen- 
eral manager, Motor and Equipment Man- 
ufacturers Association, New York. 

Panel and open forum on “What’s Your 
Problem?” Moderator: Alvin H. Tanner, 
secretary, Hart’s Automotive Parts Co., 
Chattanooga. Panel members: T. S. Rose, 


FINAL PROGRAMS OF INDUSTRY GROUPS’ MEETINGS 


assistant treasurer, Sealed Power Corp., 
Muskegon Heighis, Mich.; Joseph Vallero, 
credit manager, National Auto Supply Co., 
East St. Louis, [ll.; Michael F. Delaney, 
manager credit department, Motor and 
Equipment Manufacturers Association, New 
York, N. Y. Subjects: (1) “Charging In- 
terest on Overdue Accounts”; (2) “Revolv- 
ing Charge Credit Plan”; (3) “Consign- 
ments and Ledger Balances”; (4) “Selling 
Marginal Accounts”; (5) “Helping Our 
Customers Stay in Business”; (6) “Using 
Salesmen as Collectors”; (7) “Maintaining 
Goodwill of Past and Future Customers”; 
(8) “Controlling Dollar Volume Accounts”. 


Bankers 


Forenoon speakers and subjects: 

“Problems of Bankers Arising from Fed- 
eral Tax Liens”, George E. Ray, attorney, 
Ray & Hammonds, Dallas; (subject to be 
announced), L. A. Jennings, deputy con- 
troller of the currency, Washington, D. C.; 
“Qil Financing”, Eugene McElvaney, sen- 
ior vice president, First National Bank in 
Dallas. 

Industry luncheon at 12:15 p.m. Toast- 
master: Milton F. Brown, president, Dallas 
Clearing House Association, and president, 
Mercantile National Bank at Dallas. Guest 
speaker: Dr. Richard B. Johnson, coordin- 
ator, The Southern Graduate School of 
Banking, Southern Methodist University, 
Dallas. Subject: “The Manpower Problem 
in Banking”. 

Panel and open forum. Subject: “Some 
Aspects of General Contractor Financing”. 
Moderator: James W. Keay, vice president, 
Republic National Bank of Dallas. Panel- 
ists: Allen Wight, attorney, Dallas; Clifford 
S. Nelson, second vice president, Contin- 
ental Illinois National Bank & Trust Co., 
Chicago; James L. Goble, CPA, Peat, Mar- 
wick, Mitchell & Company, Dallas. 


Brewers, Distillers and Liquor 
Wholesalers 


Forenoon addresses: “My Credit Asso- 
ciation—What I Want from It”, Oscar F. 
Christman, general credit manager, Fal- 
staff Brewing Corp., St. Louis; “Services 
Available from Your Association”, Fred L. 
Lozes, secretary-manager, New Orleans 
Credit Men’s Association. 

Open forum discussion and “brain- 
storming” session: (1) “Credit Conditions 
and Outlook in the Liquor Industry for 
1959-60—How Can We Prepare for the 
Future?”, (2) “Credit and Collection Cor- 
respondence—Should We Use Form Let- 
ters? Where Do We Get Our Ideas? How 
Often Do We Revise Letters?”; (3) “‘Cus- 
tomer Counseling—What Do We Mean By 
Counseling? What Are Advantages and 
Disadvantages of Counseling with Your 
Customers?”; (4) “The Credit Man of the 
Future—His Position with His Own 
Company . . . His Position as Compared 
with Other Professions.” 

Discussion leader: William Byrd Clark, 
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general credit manager, Hiram Walker Inc., 
Detroit. 

Afternoon speakers: “Field Warehous- 
ing”, Charles W. Rose, assistant vice pres- 
ident, Lawrence Warehouse Co., Chicago; 
“Data Processing and the Credit Man”, 
Elgin Hill, manager accounts receivable, 
International Business Machines, Western 
Region, Dallas. 

Open forum discussion. Leader: J. C. 
Codrington, credit manager, The House of 
Seagram’s Inc., New York. Subject: “In- 
tegrated Data Processing and the Credit 
Department”. Topics: (1) “Using Punched 
Cards for Accounts Receivable—Is a Led- 
gerless System Feasible in the Liquor In- 
dustry?—-What about Credit History and 
Reporting Ledger Experience with Ac- 
counts?”; (2) “What Effect Does ‘Mech- 
anization’ Have on the Extension of Credit? 
—Can Credit Limits Still Be Used?”; (3) 
“To What Extent Can Collection Proced- 
ure Be Made a Matter of Routine through 
the Use of Printed Notices, Form Letters, 
etc?” 

























Building Material and 
Construction 






Morning session panel discussion: “Rea- 
sonable Retainage on Construction Con- 
tracts’. Moderator: Glenn F. Ballard, Min- 
nesota & Ontario Paper Co., Minneapol- 
is, chairman, NACM Improved Construction 
Practices Committee. 

Panel members and subjects: (1) “The 
Materialman’s Viewpoint”, W. W. Fowlkes, 
attorney, San Antonio, general counsel, 
Texas State-Wide Credit Group; (2) 
“The General Contractor’s Viewpoini”, J. 
G. Bartholomew, Bartholomew Contracting 
Co., Dallas; (3) “The Surety’s Viewpoint”, 
David Q. Cohen, Association of Casualty 
and Surety Companies, New York; (4) 
“The Architect’s Viewpoint”, David C. Baer, 
architect, American Institute of Architects, 
Houston. 

Question and answer period on “Retain- 
age”. Discussion leader: Mr. Ballard. 

Afternoon session, three sectional meet- 
ings: (1) Manufacturers and Fabricators. 
Group chairman: Jack M. Parrish, Con- 
crete Pipe & Products Co., Richmond, Va. 
(2) Wholesalers and Jobbers. Group chair- 
man: Clark R. Gittings, Gittings Lumber 
Co., Denver. (3) Dealers and Retailers. 
Group chairman: P. J. Goodnight, Buell & 
Company, Dallas. 

Roundtable discussions of subjects of 
special interest or the following as time 
permits: 

“Appraisal of Credit Risk”, including es- 
timate of value of Credit Interchange and 
Dun & Bradstreet reports. Importance of 
balance sheet, operating statement and 
bank reference in opening a new account. 
General conditions of contract and special 
provisions in specifications. Personal visit 
to new customer and visit to customer’s 
bank. Dealing with corporation not au- 
thorized to do business in your state, check 
list for when your company does business 
in another state. 

“Credit Policy”. Discussion of tendency 
toward flexibility and variation in term of 

sale. Unearned cash discounts; Do you 
allow or collect? Charging interest on past 
due accounts?—Do you collect? How to 
say “no” gracefully? 

“Marginal Accounts”. How valuable are 
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they? As additional security do you use 
conditional sales contracts, require accept- 
able guaranties, accept assignments, de- 
mand other forms of security? 

“Keep Money Flowing In”. Responsibil- 
ity of credit management for maintenance 
of working capital. Routine billing. Special 
billing to suit customer. Key to successful 
collection letters. Telephone collections. 
Salesmen as collectors. Outside collection 
agencies. Personal handling of delinquent 
accounts, 

“Customer Relations”. Handling com- 
plaints. Errors in» bookkeeping. Misunder- 
standing of terms and conditions. Material 
returned. Adjustments. 

“Office Practice”. Credit insurance. Au- 
tomation for billing, accounts receivable, 
data for credit department, for sales de- 
partment, inventory, etc. Practical sugges- 
tions along this line, and experience re- 
ports. 

“Construction Practices”. Brief analysis 
of types of contract bonds in common use. 
Explanation of new provisions of AIA Form 
107, Performance and Payment Bond. How 
prevent practice of submitting false affi- 
davits to owners by general contractors to 
collect retainage. 

“Wholesale Business”. Trend of manu- 
facturers to disregard wholesale distribu- 
tors. Compensation of salesmen for the 
wholesale building supply business. 

“Federal Business”. Problems of renego- 
tiation of government contracts. 

“Taxes”. What to do about proper taxa- 
tion of cooperatives in the building supply 
business to equalize competition with firms 
paying proper taxes. Problems of interstate 
business. 

“Training of Personnel”. Personnel ed- 
ucation plan, particularly for replacement 
of key men. NACM’s Graduate School, by 
one or more graduates of Dartmouth or 
Stanford. 

Joint luncheon with Plumbing, Heating, 
Refrigeration and Air Conditioning Group. 
Toastmaster: Browning Roberts, Bass & 
Co., Hopkinsville, Ky. Speaker: Charles 
E. Walker, vice president, Federal Re- 
serve Bank, Dallas. Subject: “Inflation— 
Can It Be Stopped Or Shall We Learn to 
Live with It?” 


Chemical and Allied Lines 


Five formal talks and panel presentation. 

Forenoon speakers and subjects: “Re- 
search and Education—A Boon to Credit 
Management”, John F. Neary, Jr., assistant 
director of research, Credit Research Foun- 
dation, Inc.. New York; “Common Mis- 
takes of Creditors in Dealing with Dis- 
tressed Debtors”, W. L. Busch, general 
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credit manager, Chas. Pfizer & Co., lic. 
New York. 

Panel discussion: “Determination of Bad 
Debt Reserve”. Moderator: J. J. Wenstrup, 
credit manager, Goodrich-Gulf Chemicals, 
Inc., Cleveland. (Panel members to be an. 
nounced.) 

Afternoon talks: “Credit Department 
Costs”, Frank Bielevicz, assistant credit 
manager, Union Carbide Corp., New York; 
“Small Business Investment Companies”, 
George F. Wingard, general credit man- 
ager, Monsanto Chemical Co., St. Louis: 
“The Trend in Collections”, Charles §, 
Ross, product credit manager, E. I. duPont 
de Nemours & Co., Wilmington. 


Confectionery Manufacturers 


Joint forenoon session with Food Prod- 
ucts and Allied Lines Manufacturers and 
Millers and Allied Lines. 

Forenoon talks: “Operation of the Bank- 
ruptey Court and the Relation of the 
Referee to the Creditor and Debtor”, Judge 
Elmore Whitehurst, referee in bankruptcy, 
Dallas Division, U. S. District Court for 
Northern District of Texas; “Business and 
Finance—Iron Curtain Style”, L. D. Web- 
ster, vice president, Lone Star Steel Co.. 
Dallas. 

Afternoon speaker: “Benefits of member- 
ship in Your Association, and Services 
Available through Your Association in Con- 
nection with Adjustments, Liquidations and 
Assignments”, Henry J. Lamb, secretary- 
manager, New England Association of 
Credit Executives, Boston. 

Panel and open forum. Moderator: Miss 
Marie R. Altieri, Fascination Candy Co., 
Inc., Chicago. Panelists and subjects: (1) 
“Constructive Credit Department Assist- 
ance to customers”, John C. Lamon, Kim- 
bell Candy Co., Chicago; (2) “Reducing 
Old Accounts While Selling Currently”, 
Robert L. Allen, D. Ghirardelli Co., San 
Francisco; (3) “Selling Marginal Ac- 
counts”, Miss Dorothy Muzynski, M. J. 
Holloway & Co., Chicago; (4) “Use of 
Salesmen as Collectors”, H. L. Patterson, 
King Candy Co., Fort Worth. 

Luncheon with Food Products and Al- 
lied Lines Manufacturers, the Millers and 
Allied Lines, and the Photographic Manu- 
facturers and Distributors Groups. Guest 
speaker: R. M. Allman, Procter & Gamble 
Manufacturing Co., Dallas. Subject: “Tax- 
es, Texas, and Taxis”. 


Drugs, Cosmetics and 
Pharmaceuticals 

Three speakers and panel discussion. — 

Morning speakers: “Credit Can Be Fur. 
Walter H. Cousins, Jr., editor and pub- 
lisher, Southern Pharmaceutical Journal. 
Dallas; “Constructive Credit Department 
Assistance to Customers”, Walter N. Kuntz, 
executive vice president, Southwestern Drug 
Corp., Daiias. 

Afternoon speaker: “Compromise Settle- 
ments”, E. B. Young, general credit man- 
ager, Winthrop Laboratories, New York. 

Discussion period after each presenta 
tion. 

Panel and open forum discussion. Mod- 
erator: Harry J. Klein, of Merck Sharp & 
Dohme, Philadelphia. Panelists: E. J 
Straube, Jr., Schering Corp., Bloomfield, \. 
J.: D. J. Fogarty, Grove Laboratories, Inc. 
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St. Louis; J. Lee Vestal, Upjohn Co., Dal- 
las; L. C. Jones, First Texas Chemical 
Manufacturing Co., Dallas. 

Subjects: (1) “Collection Correspond- 
ence’; (2) “Setting Credit Limits—How 
and Why?”; (3) “Human Relations and 
Management”; (4) “Automation”. 


Electrical and Electronics 
Distributors 


Forenoon addresses: “Liens—Their Place 
in the Present Day Economy”, Ralph D. 
Baker, attorney, Dallas; “Effective Com- 
munications”, Leo W. Allman, Regional 
Information officer, U. S. Department of 
Labor, lecturer on public relations at South- 
ern Methodist University and on the staff 
of the Department of U. S. Labor Relations 
Board, Dallas; “Credit and Financial Aids 
to Small Business Electrical Contractors”, 
R. T. Custer, district financial manager, 
Graybar Electric Co., Boston. 

Afternoon speakers and subjects: “As- 
sociation Services”, V. L. Wright, secre- 
tary-manager, NACM—South Florida Unit, 
Miami; “Profit Dollars and Sense in Fi- 
nancing”, Tom McDavid, assistant director 
of sales, Commercial Credit Co., Baltimore; 
“Credit Policies”, James P. Keddy, credit 
manager, Admiral Distributors, Boston; 
“Moral Leadership”, John S. Peters, man- 
ager, bonding department, Charles L. Dex- 
ter Co., Dallas, representing Maryland Cas- 
ualty Co. 

Open forum. Leader: L. H. Koogle, Tri- 
angle Electric Supply Co., El Paso. Sub- 
jects: (1) “Are the Present Credit Policies 
of our Industry Sound?”; (2) “Using 
Salesmen as Collectors”; (3) “Easy Credit 
—Tough Collections”; (4) “Where Do We 
Put Moral Responsibility in the Balance 
Sheet ?”. 

Question and answer period after each 
formal talk. 

Joint luncheon with Electrical and Elec- 
tronics Manufacturers and the Machinery 
and Supplies Groups. Guest speaker: P. B. 
(Jack) Garrett, vice chairman of board, 
Texas Bank & Trust Co., Dallas. Subject: 
“Be a Credit to Your Profession”. 


Electrical and Electronics 
Manufacturers 


Two speakers and open forum in fore- 
noon. 

Speakers and subjects: “Association 
Services”, H. S. Garness, secretary-mana- 
ger, Milwaukee Association of Credit Men; 
“What a Banker Looks For in a Financial 
Statement”, John R. Walker, vice president, 
Mercantile National Bank of Dallas. 

Open forum on “Credit Policies and 
Problems”. Discussion leader: R. A. Matt- 
son, Belden Manufacturing Co., Chicago. 

Afternoon speaker: Glen V. Wilson, St. 
Louis Terminal and Warehouse Co. Sub- 
ject: “Warehousing”. 

Open forum and question and answer 
period. Leaders: P. J. Wilder, Century 
Electric Co., St. Louis, and George Shelby, 
Bussman Manufacturing Co., St. Louis. 

“Analysis of a Practical Problem” will 
be presented by Mr. Wilder, for general 
discussion. 

Mr. Shelby will be leader of discussion 
of these subjects: (1) “How to Cope with 
the Stretching Out of Terms by Custom- 
ers”; (2) “Basis Used in Determining 
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When to File for Collection”; (3) “Dis- 
cussion of Chapters X and XI of the Bank- 
ruptcy Act”. 

Joint luncheon with Electrical and Elec- 
tronics Distributors and Machinery and 
Supplies Groups. Guest speaker: P. B. 
(Jack) Garrett, vice chairman of board, 
Texas Bank & Trust Company, Dallas. Sub- 
ject: “Be a Credit to Your Profession”. 


Feed, Seed and 
Agricultural Suppliers 


Opening address by Trent Root, vice 
president and controller Southern Metho- 
dist University, Dallas. Subject: “Present 
and Future Trends of Business in the 
United States”. 

Panel presentation. Subjects and panel- 
ists: (1) “Economic Problems Peculiar to 
Our Industry”, Paul C. Baichly, Ralston 
Purina Co., St. Louis; (2) “How I Build 
a Credit File”, Eugene Hughes, treasurer, 
Olin-Mathieson Chemical Co., Little Rock; 
(3) “What Are the Prospects on Turkey 
Financing for 1959? Why?”, B. R. Gus- 
tafson, General Mills, Minneapolis. General 
discussion. 

Afternoon speaker: “What You Can Ex- 
pect as Members of the NACM,” Rubert 
Lindholm, secretary-manager, Credit and 
Financial Management Association, Minne- 
apolis Unit. Panel and open forum: “Credit 
Clinic and Shop Talk”. Moderator: George 
Radie, Dixie Mills, East St. Louis, Il]. Pan- 
elists: Waldo Hull, Nutrena Mills, Inc., 
Minneapolis; Walt Hammond, Spencer Kel- 
logg & Sons, Buffalo, N. Y.; John Led- 
better, Northrup King Seed Co., Minne- 
apolis; Ralph Sheedy, Southern States Co- 
Op, Richmond. 


Fine Paper 


Four formal presentations, and panel 
and open forum. 

Forenoon talks: “Office Automation”, 
W. R. Barber, Remington Rand, Dallas; 
“The Lawyer’s Appraisal of Credit Prob- 
lems”, Robert W. Austin, attorney, Unger- 
man, Hill, Ungerman & Angrist, Dallas, 
Texas. 

Joint afternoon session with Paper 
Products and Converters Group. 

Speakers and subjects: “Credit Men 
Must Be Aware of the Expected Impact 
on Business Resulting from the 1958 Small 
Business Investment Act”, Chris W. Fer- 
guson, regional director of Small Business 
Administration, Dallas. “What Does Your 
Association Mean to You?”, Harvey C. 
Hickman, secretary-manager, NACM Great 
Plains Unit, Inc., Wichita, Kans. 

Panel and open forum. Moderator: C. E. 


Kelley, Tulsa Paper Co. Panelists: H. G. 
Bauers, Carpenter Paper Co., Oklahoma 
City; Milton J. Wied, Newhouse Paper 
Co., Minneapolis; Cliff Heath, Sealright 
Company, Fulton, N. Y.; Vern S. Ames, 
Kimberly-Clark Corp., Neenah, Wis.; Nor- 
man S. Higgins, Carpenter Paper Co., 
Dallas. 

Topics: (1) “Methods of Reducing 
Delinquent Accounts while Selling Cur- 
rently”; (2) “What Must We Do to Get 
Proper Credit Information from Banks?”; 
(3) “Attitudes toward Customers Factor- 
ing Receivables and/or Commercial Fi- 
nancing”; (4) “Desirability of Using 
Salesmen as Collectors”; (5) “Increased 
Demands for Special Terms”; (6) “Spe- 
cial Credit Department Problems”; (7) 
“Training Credit Department Personnel— 
Qualifications for Trainee”. 

Industry luncheon with Paper Products 
and Converters Group. 


Floor Coverings and Furniture 


Four speakers and panel discussion. 

Morning speakers and subjects: “Atti- 
tudes”, Barry Holton, Southern Methodist 
University, Dallas; “The Credit Side of 
Selling”, Ted B. Hendrick, president, Col- 
lins-Dietz-Morris Co., Oklahoma City. 

Afternoon addresses: “What a banker 
Looks For in a Financial Statement”, 
Haynes Morris, assistant vice president, 
First National Bank, Forth Worth; “Serv- 
ices of NACM to its Members”, W. J. 
Wissel, secretary-manager, National Asso- 
ciation of Credit Management (Western 
Michigan), Inc., Grand Rapids. 

Panel subjects: (1) “Methods of Re- 
ducing Old Accounts while Selling Cur- 
rently”; (2) “FOR Using Salesmen as Col- 
lectors’; (3) “AGAINST Using Salesmen 
as Collectors”. Panelists to be announced. 

General discussion period on problems 
presented from audience. 

Joint luncheon with Hardware Manufac- 
turers, Hardware Wholesalers and Paint, 
Varnish, Lacquer and Wallpaper Groups. 
Guest speaker: Dr. Sterling Wheeler, pub- 
lic relations director, Southern Methodist 
University. Dallas. Subject: “Demographic 
Explosion.” 


Food Products and 
Allied Lines Manufacturers 


Joint forenoon session with Confection- 
ery Manufacturers and Millers and Allied 
Lines Groups. 

Forenoon talks: “Operation of the Bank- 
ruptcy Court and the Relation of the Ref- 
eree to the Creditor and Debtor”, Judge 
Elmore Whitehurst, referee in bankruptcy, 
Dallas Division, U. S. District Court for 
Northern District of Texas; “Business and 
Finance—Iron Curtain Style”, L. D. Web- 
ster, vice president, Lone Star Steel Co., 
Dallas. 

Afternoon speaker: “The Economic Fu- 
ture of the Frozen Food Industry”, D. H. 
Meenach, president, American Foods, Inc., 
Dallas. 

Panel and open forum: “The Food Man- 
ufacturers’ Credit Clinic”. Moderator: S. 
M. Cole, Ralston Purina Co., St. Louis. 
Panelists: A. J. Nathanson, Lever Brothers 
Co., Hammond, Ind.; P. H. Powers, Sea- 
brook Farms, Seabrook, N. J.; Joseph 
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Shuttleworth, Birds Eye Division, General 
Foods Corp., White Plains, N. Y.; W. H. 
Merrick, Green Giant Co., LeSueur, Minn.; 
H. J. Peterson, Gerber Products Co., Fre- 
mont, Mich.; W. G. Kromer, Quaker Oats 
Co., Chicago; William Dunn, General 
Foods Corp., White Plains; F. M. Hulbert, 
Procter & Gamble Distributing Co., Cin- 
cinnati; E. J. Agnew, Campbell Soup Co., 
Camden, N. J.; J. C. Wiesner, California 
Packing Corp., San Francisco. 

Subjects: (1) “Terms of Sale—Method 
of Enforcement—Term Chiseling. Are the 
Present Policies Sound? What Steps Are 
Being Taken to Reverse the Present Trend 
Of Customers’ Requests for Longer and 
Unusual Terms?”; (2) “Increasing Credit 
Department Efficiency with New Methods 
and Ideas in Credit Procedures”; (3) “Eco- 
nomic Problems Peculiar to Our Industry 
—What Can We Do to Prepare for the 
Future?”; (4) “Selling Marginal Accounts 
—What Controls Are Necessary?”; (5) 
“Trends in Accounts Receivable Turnover” ; 
(6) “How Can You Get Your Customer 
to Submit Financial Statements?”; (7) 
“The Traveling Credit Man—What to Look 
For and What to Ask”; (8) “The Training 
of Sales Personnel in Credit Matters”; (9) 
“What’s New in Accounts Receivable Sys- 
tems since Our Meeting Last Year?” 

Luncheon with Confectionery Manufac- 
turers, Millers and Allied Lines, and Pho- 
tographic Manufacturers and Distributors 
Groups. Guest speaker: R. M. Allman, 
Procter & Gamble Manufacturing Co., 
Dallas. Subject: “Taxes, Texas and 
Taxis”. 


Food Products Wholesalers 


Three formal talks and open forum. 

Forenoon speakers and subjects: “Under- 
standing People Can Help with Collec- 
tions”, R. J. Sanderson, Dale Carnegie— 
managing director, Dallas; “Your Credit 
Association”, Miss Ruth Davis, secretary- 
manager, Knoxville Wholesale Credit As- 
sociation. 

Afternoon talk: “Merchandising Your 
Credit Sales”, Charles Murphy, merchan- 
dising manager, The Frito Co., Dallas. 

Open forum: “What’s Your Problem?” 
(Come prepared with credit problems for 
discussion.) Leaders: W. C. James, Texas 
Wholesale Grocer Corp., Dallas; John E. 
Hand, John Sexton & Co., Dallas. 

Joint luncheon with Meat Packers 
Group. Guest Speaker: J. D. Gambel, ex- 
ecutive vice president and general man- 
ager, Waples Platter Co., Fort Worth. 
Subject: “Human Relations in Manage- 
ment”. 


Hardware Manufacturers 


Opening address by C. W. Ferguson, 
regional director, Small Business Admin- 
istration, Dallas. Subject: “Small Business 
Administration Activities”. 

Workshop. Discussion leader: William 
Bready, assistant treasurer, Schlage Lock 
Co., San Francisco. Subjects: (1) “Should 
Interest Be Charged on Past-Due <Ac- 
counts?”; (2) “Advantages and Disad- 
vantages of Extended Credit Terms”; (3) 
“Should Salesmen Be Used to Collect Ac- 
counts?”, (4) “Personal Calls on Custom- 
ers”; (5) “Customer Counseling”. 


Afternoon talk: “Lest We Forget”, O. 
W. Harigel, vice president, Houston Na- 
tional Bank. 

Panel and open forum. Moderator: Ralph 
M. Dougherty, credit manager, Simonds 
Saw & Steel Co., Boston. Panelists: John 
M. Hine, credit manager, Harris-Seybold 
Division, Harris Intertype Corp., Cleveland; 
C. Fred Ensign, assistant treasurer, Cleve- 
land Twist Drill Co.; D. G. Patterson, 
credit manager, Yawman & Erbe Manv- 
facturing Co., Rochester, N..Y. 

Subjects: (1) “An Objective Look at 
the Credit Department by the Sales De- 
partment”; (2) “Cooperation between 
Credit Department and Sales Department” ; 
(3) “How To Sell Marginal Accounts”. 

Highlight summary—“The Passing Re- 
view’—by B. L. Hunt, executive secretary, 
Cincinnati association. 

Joint luncheon with Floor Coverings and 
Furniture, the Hardware Wholesalers and 
the Paint, Varnish, Lacquer and Wall- 
paper Groups. Guest speaker: Dr. Sterling 
Wheeler, public relations director, South- 
ern Methodist University, Dallas. Subject: 
“Demographic Explosion”. 
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Hardware Wholesalers 


Forenoon speakers and subjects: “Dis- 
charge in Bankruptcy”, Madden Hill, of 
Ungerman, Hill, Ungerman & Angrist, Dal- 
las, attorney and U.S. commissioner (North- 
ern District of Texas) ; “Credit Tools Of- 
fered by Your Association”, B. H. Badger, 
Dallas Association of Credit Management. 

Open forum discussion. Leader: John L. 
Wilson, credit manager, Nash Hardware 
Co., Fort Worth. Subjects: (1) “Collec- 
tion Correspondence”; (2) “Increasing 
Credit Department Efficiency”; (3) “Me- 
chanics of Approval by Assistants”; (4) 
“Setting Credit Limits and Exceptions 
Thereto”; (5) “New Methods and Ideas 
in Credit Procedures”. 

Joint afternoon session with Hardware 
Manufacturers, and Paint, Varnish, Lacquer 
and Wallpaper Groups. 

Address by Dr. A. Q. Sartain, professor 
of psychology, Southern Methodist Uni- 
versity, Dallas: Subject: “Art of Listening 
and Effective Communication”. 

Open forum. Discussion leader: R. H. 
Buchheit, manager of credits and account- 
ing, The Sherwin-Williams Co., Dallas. 
Subjects: (1) “Terms of Sale—Methods of 
Enforcement—Terms Chiseling”; (2) “Sell- 
ing Marginal Accounts”; (3) “Using Sales- 
men as Collectors”; (4) “Controlling Dol- 
lar Volume Accounts”. 

Open forum discussion leader: Mark B. 
Davis, vice president and general credit 
manager, Belknap Hardware & Manufac- 
turing Co., Louisville. Subjects: (1) “Con- 
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structive Credit Department Assistance to 
Customers”; (2) “Compromise Seitle. 
ments”; (3) “Increased Demands for Spe. 
cial Datings”; (4) “Economic Problems 
Peculiar to Our Industry”. 

Joint luncheon with Floor Coverings and 
Furniture Group, Hardware Manufacturers, 
and Paint, Varnish, Lacquer and Wallpa. 
per Group. Guest speaker: Dr. Sterling 
Wheeler, public relations director, Southern 
Methodist University, Dallas. Subject: 
“Demographic Explosion”. 


Insurance 


Morning session only, concluding with 
fellowship period and luncheon. 

Business meeting and roundtable on in. 
surance activities, including “Insurance in 
the Atom-Jet Age” (general discussion of 
nuclear liability, vibration damage and oth- 
er special hazards; report of special haz. 
ards subcommittee); “Insurance and the 
Law” (report on recent developments in 


Federal and State legislation affecting J 


credit aspects of insurance, such as flood 
damage, compulsory automobile, bonding 
legislation) ; “Customer Insurance Data 
Affecting Credit Decisions”: (discussion of 
proposed improvements of Standard Fi. 
nancial Statements and other forms.) 

“Subcommittee Reports”—special reports 
from subcommittees on education, informa- 
tion, speakers bureau, construction prac- 
tices, and special awards. 

Report and discussion of local association 
activities and plans for the year. 


Iron and Steel, Non-Ferrous Metals 
and Related Lines 


Three formal presentations, and an open 
forum and panel discussion. 

Talks: “Economic Outlook”, Eliot Jane- 
way, economist, author, editor, and_presi- 
dent of Janeway Publishing & Research 
Corp., New York; “Purpose and Policies 
of the Small Business Administration”, 
C. W. Ferguson, regional director, SBA, 
Dallas; “Your Association”, Ralph Johns, 
executive manager, Indianapolis Associa- 
tion of Credit Men. 

Panel and open forum on “Exploring 
the Effectiveness and Efficiency of Credit 
Administration Today”. Moderator: John 
Caldwell, assistant credit manager, Armco 
Division, Armco Steel Corp., Middletown, 
Ohio. Panelist Fred H. Jones, general 
credit manager, Kaiser Steel Corp., Oak: 
land, Calif., will discuss “The Administra- 
tive Control of Credit Extension”. (Other 
panelists to be announced.) 


Machinery and Supplies 


Opening address: “Losses Caused by In- 
adequate Credit Information”, Joe B. Coop: 
er, Jr., assistant vice presidént and mat 
ager credit department, Fort Worth Na: 
tional Bank. . 

Panel Discussion: “Credit Shop Talk”. 
Moderator: J. Homer Hilf, district credit 
manager, Aluminum Company of America, 
Chicago. Panelists: Orland J. Gant, credit 
manager, General Industrial Supply Corp. 
Fort Worth; C. Russ Avery; H. W. Lew: 
Equipment Co., San Antonio; William H. 
Heessel, Fehrs Tractor & Equipment Co. 
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Omaha; Glenn W. Ray, Eastman Prod- 
ucts Corp., Plano, Texas. 

Subjects: (1) “Terms of Sale—Cash 
Discounts—Enforcement—Chiseling”; (2) 
“Should Interest Be Charged on Past Due 
Accounts?”; (3) “New Methods and Ideas 
in Credit Procedures”; (4) “Danger Sig- 
nals in Dealing with Contractors”. 

Talks: “Your Credit Association—What 
You Can Expect From It”, Ed. H. Kurtz, 
Secretary-manager, Omaha Association of 
Credit Men; Robert H. Engstrom, presi- 
dent, Darr Equipment Co., Dallas. 

Afternoon panel: “Credit Shop Talk.” 
Moderator: Thomas W. Roberts, credit 
manager, Chicago-Allis Manufacturing Co., 
Chicago. Panelists: Lee H. Cole, credit 
manager, Darr Equipment Co., Dallas; 
John W. Williams, Jr., vice president and 
manager, industrial finance department, 
Mercantile National Bank at Dallas; H. J. 
Kneuker, American Machine & Fouadry 
Co., New York; Mrs. Nina White, credit 
manager, Bosco Bolt Nut Screw Co., Inc., 
Dallas. 

Subjects: (1) “Personal Contact and 
Visitation with Customers—The Objectives 
and Results”; (2) “Using Salesmen as 
Collectors”; (3) “Bonds and Liens—Do 
You Rely on Them?”; (4) “Collection 
Systems—How Do You Start?—-When Do 
You Start?” 

Open Forum on “What Is Your Prob- 
lem?” Leader: Mrs. Ellen B. Coulam, Airs- 
co Rubber Products of Dallas, Inc. 

Joint industry luncheon with Electrical 
and Electronics Distributors and Electrical 
and Electronics Manufacturers Groups. 
Guest speaker: P. B. (Jack) Garrett, vice 
chairman of board, Texas Bank & Trust 
Company, Dallas. Subject: “Be a Credit 
to Your Profession”. 


Meat Packers 


Three addresses and open forum. 

Speakers and subjects: “Measuring the 
Use of Your Credit”, K. F. Lifson, Ph.D., 
management consultant, Lifson, Wilson and 
Ferguson, Dallas; “What Can We Expect 
from Our Association?”, Casey Golightly, 
secretary, Southwestern Credit Men’s 
Association, San Antonio; “Taxes—Effect 
on Financial Position of the Debtor and 
What Effects Priority Has on the Credit- 
or”, Daniel W. Hitt, CPA, tax specialist, 
Dallas. 

Question and answer period after each 
presentation. , 

Open forum leader: Herman M. Wald- 
man, partner, Dallas City Packing Co. 

Joint luncheon with Food Products 
Wholesalers. Guest speaker: J. D. Gambel, 
executive’ vice president and general man- 
ager, Waples-Platter Co., Fort Worth. Sub- 
ject: “Human Relations in Management”. 


Millers and Allied Lines 


Joint meeting with Food Products and 
Allied Lines Manufacturers. 

Forenoon talks: “Operation of the Bank- 
tuptcy Court and the Relation of the Ref- 
tree to the Creditor and Debtor”, Judge 
Elmore Whitehurst, referee in bankruptcy, 
Dallas Division, U. S. District Court for 
Northern District of Texas; “Business and 
Finance—Iron Curtain Style”, L. D. Web- 


ster, vice president, Lone Star Steel Co., 
Dallas. 

Afternoon speaker: “The Economic Fu- 
ture of the Frozen Food Industry”, D. H. 
Meenach, president, American Foods, Inc., 
Dallas. 

Panel and open forum: “Credit Clinic”. 
Moderator: S. M. Cole, Ralston Purina Co., 
St. Louis. Panelists: A. J. Nathanson, Lever 
Brothers Co, Hammond, Ind.; P. H. Powers, 
Seabrook Farms, Seabrook, N. J.; Joseph 
Shuttleworth, Birds Eye Division, General 
Foods Corp., White Plains, N. Y. W. H. 
Merrick, Green Giant Co., LeSueur, Minn.; 
H. J. Peterson, Gerber Products Co., Fre- 
mont, Mich.; W. G. Kromer, Quaker Oats 
Co., Chicago; William Dunn, General 
Foods Corp., White Plains; F. M. Hulbert, 
Procter & Gamble Distributing Co., Cin- 
cinnati; E. J. Agnew, Campbell Soup Co., 
Camden; J. C. Wiesner, California Pack- 
ing Corp., San Francisco. 

Subjects: (1) “Terms of Sale—Method 
of Enforcement—Term Chiseling. Are the 
Present Policies Sound? What Steps Are 
Being Taken to Reverse the Present Trend 
of Customers’ Requests for Longer and 
Unusual Terms?”; (2) “Increasing Credit 
Department Efficiency with New Methods 
and Ideas in Credit Procedures”; (3) “Eco- 
nomic Problems Peculiar to Our Industry 
—What Can We Do to Prepare for the 
Future?”; (4) “Selling Marginal Accounts 
—What Controls Are Necessary?”; (5) 
“Trends in Accounts Receivable Turnover” ; 
(6) “How Can You Get Your Customer to 
Submit Financial Statements?”; (7) “The 
Traveling Credit Man—What to Look For 
and What to Ask”; (8) “The Training of 
Sales Personnel in Credit Matters”; (9) 
““What’s New in Accounts Receivable Sys- 
tems since Our Meeting Last Year?”. 

Luncheon with Confectionery Manufac- 
turers, Food Products and Allied Lines 
Manufacturers, and Photographic Manu- 
facturers and Distributors Groups. Guest 
speaker: R. M. Allman, Procter & Gamble 
Manufacturing Co., Dallas. Subject: 
“Taxes, Texas and Taxis”. 
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Oil Field Services 
And Supplies 


Two formal talks and panel and open 
forum periods. 

Speakers and subjects: “Economic Un- 
certainties of 1959”, Philip E. Coldwell, 
director of research, Federal Reserve Bank 
Dallas; “Credit—1959”, J. Allen Walker, 
general credit manager, Standard Oil Com- 
pany of California, San Francisco. Ques- 
tion and answer period will follow each 
talk. 

Afternoon panel presentation: (1) “My 
Credit Association—What I Want from 


It”, Walter Cooney, credit manager, Baker 
Oil Tools, Inc., Houston; (2) “Your Asso- 
ciation—What You Can Expect from It”, 
W. D. Wilson, secretary, Dallas Association 
of Credit Management. 

Panel and open forum, on topics men- 
tioned above, plus problems and pertinent 
subjects. Moderator: D. T. Brooks, Schlum- 
berger Well Surveying Corp., Houston. 
Panelists: Claude Bennett, © purchasing 
agent, Permian Mud Service, Inc., Odessa, 
Texas; Miss Olive Wynn, independent 
credit consultant, Breckenridge, Texas; 
Neil Shaw, regional credit manager, 
Schlumberger Well Surveying Corp., Den- 
ver; Walter Cooney, credit manager, Ba- 
ker Oil Tools, Inc., Houston; W. D. Wilson, 
Dallas Association of Credit Management. 

Luncheon with Petroleum Group. Guest 
speaker: Judge Julian C. Hyer, County 
Court at Law No. 2, Dallas. Subject: “A 
Little Honey”. 


Paint, Varnish, Lacquer 


And Wallpaper 


Two speakers and open forum in fore- 
noon. 

Addresses: (Subject to be announced). 
John M. Allen, general credit manager, 
Devoe & Raynolds Co., Inc., Louisville, 
representing the National Paint, Varnish 
and Lacquer Association; “Association Ben- 
efits Available to All Members”, R. W. 
Kupfer, secretary-manager, Portland Asso- 
ciation of Credit Men, Inc., Portland, Ore. 

Open forum discussion leader: Harry E. 
Davis, National Lead Co., St. Louis. Sub- 
jects: (1) “Are Present Credit Policies in 
the Paint Industry Sound? Dealers—In- 
dustrial—Trailer Manufacturers—F urniture 
Manufacturers”; (2) “Do You Pre-Ap- 
prove Accounts for Salesmen?”; (3) “How 
Are Initial Orders for Substantial Amounts 
Handled when Received from. Non-Rated 
Accounts?”; (4) “On What Basis Do You 
Assign Credit Limits?”; (5) “Under What 
Conditions Do You Restrict Further Charg- 
es to Accounts?”; (6) “Do Your Salesmen 
Sell Quality or Terms?”; (7) “Credit 
Outlook for 1959-60”. 

Joint afternoon session with Hardware 
Manufacturers and Hardware Wholesalers. 

Address by Dr. A. Q. Sartain, professor 
of psychology, Southern Methodist Uni- 
versity, Dallas. Subject: “Art of Listening 
and Effective Communication”. - 

Open forum discussion leader: R. H. 
Buchheit, manager of credits and account- 
ing, The Sherwin-Williams Co., Dallas. 
Subjects: (1) “Terms of Sale—Methods 
of Enforcement—Terms Chiseling”; (2) 
“Selling Marginal Accounts”; (3) “Using 
Salesmen as Collectors”; (4) “Controlling 
Dollar Volume Accounts”. . , 

Open forum discussion leader: Mark B. 
Davis, vice president and general credit 
manager, Belknap Hardware & Manufac- 
turing Co., Louisville. Subjects: (1) “Con- 
structive Credit Department Assistance to 
Customers”; (2) “Compromise Settle- 
ments”; (3) “Increased Demands for Spe- 
cial Datings”; (4) “Economic Problems 
Peculiar to Our Industry”. 

Joint luncheon with Floor Coverings and 
Furniture Group, Hardware Manufacturers 
and Hardware Wholesalers. Guest speaker: 
Dr. Sterling Wheeler, public relations di- 
rector, Southern Methodist University, Dal- 
las. Subject: “Demographic Explosion”. 
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Paper Products and Converters 


Three formal presentations, two panel 
and open forum periods. 

Forenoon speaker: Ellis Campbell, Jr., 
district director, U. S. Internal Revenue 
Service, Dallas. Subject: “Federal Tax De- 
linquencies—Collection Methods and Pro- 
cedures”. 

Panel discussion. Moderator: Donald E. 
Miller, Gaylord Container Corp., St. Louis. 
Panelists: Omar H. Anderson, Container 
Corp., San Francisco; Frank A. King, In- 
land Container Corp., Indianapolis; H. H. 
Schroeder, Marathon Division, American 
Can Co., Menasha, Wis.; V. J. Rhodes, 
Olin Mathieson Chemical Corp., West Mon- 
roe, La.; W. D. Warren, Hoerner Boxes, 
Inc., Keokuk, Iowa. 

Topics: (1) “Final Collection Efforts be- 
fore Filing Suit”; (2) “Use of Drafts, 
Notes and Trade Acceptances to Collect 
Delinquent Accounts”; (3) “Desirability 
of Credit Manager’s Personal Contact with 
Customers”; (4) “Setting Credit Limits— 
By What Method and Why?”; (5) “Meth- 
ods of Controlling Credit with Multiple 
Shipping Points”; (6) “Credit Depart- 
ment’s Participation in Sales Meetings and 
Setting Sales Policies”; (7) “Handling 
Cash Discount Chiselers”. 

Joint afternoon session with Fine Paper 
Group. 

Talks: “Credit Men Must Be Aware of 
the Expected Impact on Business Result- 
ing from the 1958 Small Business Invest- 
ment Act”, Chris W. Ferguson, regional 
director, Small Business Administration, 
Dalias; “What Does Your Association Mean 
to You?” Harvey C. Hickman, secretary- 
manager, NACM Great Plains Unit, Inc., 
Wichita. 

Panel and open forum. Moderator: C. E. 
Kelley, Tulsa Paper Co. Panelists: H. G. 
Bauers, Carpenter Paper Co., Oklahoma 
City; Milton J. Wied, Newhouse Paper 
Co., Minneapolis; Cliff Heath, Sealright 
Company, Fulton, N. Y.; Vern S. Ames, 
Kimberly-Clark Corp., Neenah, Wis. 

Topics: (1) “Methods of Reducing De- 
linquent Accounts while Selling Current- 
ly”; (2) “What Must We Do to Get Prop- 
er Credit Information from Banks?”; (3) 
“Attitudes toward Customers Factoring Re- 
ceivables and/or Commercial Financing”; 
(4) “Desirability of Using Salesmen as 
Collectors”; (5) “Increased Demands for 
Special Terms”; (6) “Special Credit De- 
partment Problems”; 7) “Training Credit 
Department Personnel—Qualifications for 
Trainee”. 

Luncheon with Fine Paper Group. Guest 
speaker and subjects to be announced. 


Petroleum 


Formal talks and open forum discussions. 

Forenoon speaker: Herbert Witty, Ethyl 
Corporation, Tulsa. Subject: “Creative 
Thinking: ‘Brainstorming’ ”. 

Open forum on “Wholesale Credit Prob- 
lems”. Discussion leader: Robert E. Green- 
well, The Texas Company, Houston. Topics: 
(1) “Contractors”; (2) “Truckers”; (3) 
“Distributors”; (4) “Dealers”; (5) 
“Firms”; (6) “Industrial”; (7) “Municip- 
al Governments”; (8) “Commercial”. 

Afternoon address: “Management Con- 
trols from the Industrial Relations View- 
point”; John McKee, manager, industrial 
relations, Ford Motor Company, Dallas. 


R. H. GROPPE 


G. R. McLAUGHLIN 


Open forum on “Credit Card Account 
Problems”, to include (1) “New Credit 
Card Styles and Systems”; (2) “Trends 
in Periods of Validity”; (3) “Delinquency 
Trends—Causes and Cures”; (4) “ ‘Irregu- 
lar’ Charges—Dealer’s Accountability” ; 
““*Wild’ Cards—Misuse and Abuse: (a) 
Trends in number and amounts; (b) Origin 
of wild cards; (c) How picked up or 
stopped? (d) What punitive action tak- 
en?; (e) What avenues for collection?” 

Joint luncheon with Oil Field Services 
and Supplies Group. Guest speaker: Julian 
C. Hyer, judge, County court, Dallas. Sub- 
ject: “A Little Honey”. 


Photographic Manufacturers 
And Distributors 


Three formal presentations and open 
forum and panel discussion. 

Forenoon speakers: “A Dealer Speaks”, 
W. C. “Jack” Vann, Ace Camera Co., 
Dallas; “Collections under Texas Laws”, 
Arthur Goldberg, attorney, Goldberg & 
Alexander, Dallas. 

Afternoon talk: “The Economic Out- 
look” (speaker to be announced). 

Question and answer period after each 
presentation. 

Open forum: “General Discussion of 
Current Problems in the Photographic 
Industry” Moderator: R. H. Groppe, Arel, 
Inc., St. Louis. Panelists: J. T. Hughes, 
Bell and Howell Co, Chicago; David G. 
Moses, Graflex, Inc., Rochester, N. Y; 
Walter A Reeves, Reeves Photo Sales, Inc, 
Dallas; Ely A. Shamieh, Polaroid Corpora- 
tion, Cambridge, Mass. 

Joint luncheon with Confectionery Man- 
ufacturers, Food Products and Allied Lines 
Manufacturers and the Millers and Allied 
Lines Groups. Guest speaker: R. M. All- 
man, Procter & Gamble Manufacturing 
Co., Dallas. Subject: “Taxes, Texas, and 
Taxis”. 


Plumbing, Heating, Refrigeration 
And Air Conditioning 
Three formal addresses, two panel and 
Forenoon talk: “Human and Public Re- 
open forum discussion periods. 


G. E. GABA F. C. LIVERMORE 
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lations in Credit Management”, Mrs. Leone 
K. Minneman, personnel counselor, lec. 
turer, author. 

Panel and open forum: “Some Credit 
Problems”. Moderator: F. H. Pepmiller, 
credit manager, Grinnell Company, St. 
Louis. 

Panel members and subjects: “Moral 
Risks and Ethics”, Harry S. Hild, honorary 
lifetime member, Dallas Association of 
Credit Management, Dallas; “Constructive 
Credit Department Assistance to Custom. 
ers”, John H. Cumby, assistant vice presi. 
dent, Republic National Bank of Dallas; 
“Collecting Delinquent Accounts and Re. 
taining the Goodwill and Business of Cus. 
tomers”, James S. Gurney, manager, col- 
lection department, Dallas Association of 
Credit Management. 

Afternoon speakers: “What a Banker 
Looks For in a Balance Sheet”, John R. 
Walker, assistant vice president, Mercantile 
National Bank of Dallas: “Credit Tools”, 
Jack F. Schofield, executive vice president 
and secretary-treasurer, St. Louis Associa. 
tion of Credit Management. 

Panel discussion: “Federal Tax Liens”, 
Moderator: George Foster, A. Y. McDonald 
Manufacturing Co., Dallas. 

Panel members and subjects: “The Law 
—Its Effect on Credit Management”, H. 
Gene Emery, tax attorney, Touchstone, 
Knight, Wright and Simmons, Dallas; “The 
Government’s Problems and Procedures”, 
N. G. Weaver, Internal Revenue Service, 
Dallas; “Accounting Procedures and Polic- 
ies That May Help Credit Management”, 
Lawrence J. O'Malley, CPA, chief of tax 
department, Ernst and Ernst, Dallas. 

Joint luncheon with Building Material 
and Construction Group. Toastmaster: 
Browning Roberts, secretary-treasurer, Bass 
& Company, Inc., Hopkinsville, Ky. Guest 
speaker: Charles E. Walker, vice president, 
Federal Reserve Bank, Dallas. Subject: “In- 
flation—Can It Be Stopped or Shall We 
Learn to Live with It?”. 


Public Utilities 


Monday afternoon session at 2 p.m; 
all-day session Tuesday. 

Address of Welcome—C. A. Tatum, pres- 
ident, Dallas Power & Light Co. 

Formal presentations: “Cost Savers Af- 
fecting Credit and Collection Practices and 
Procedures and Related Activities”, E. R. 
Johnston, West Penn Power Co., Greens: 
burg, Pa.; “Credit Education for Marginal 
Income Groups”, R. B. Mitchell, Peoples 
Gas Light & Coke Co., Chicago; (subject 
to be announced), James R. Leister, sec: 
retary-manager, Credit Association of Nor- 
thern Ohio, Toledo; “Management’s Evalu- 
ation of the Credit and Collection Depart: 
ment”, L. A. Bickel, vice president and 
general manager, The Lone Star Gas Co. 
Dallas. 

Workshop: “You Asked For It”. Discus- 
sion leader: W. E. Travis, The Cleveland 
Illuminating Co. 

Industry luncheon speaker: W. F. Me: 
Curdy, public relations director, Sears, 


Roebuck & Co., Dallas. 


Textile 


Forenoon session only. 
Speakers and subjects: 
“Our Service to the ‘Needle Industry 
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in Texas”, Glenn Facka, vice president, 
Republic National Bank of Dallas. 

“Rights of Creditors under Texas Law”, 
Sam Passman, attorney, Dallas. 

“Small Business Tax Revision Act of 
1958—Advantages versus Disadvantages”, 
CPA, Harry Taten, Wasserman & Taten, 
New York, and Irving H. Bloch, CPA, 
Bloch & Livingston, Dallas. 


Wearing Apparel 
and Footwear 


Opening address: “Operation Salvage”, 
C. J. Wagner, counsel, Associated Creditors, 
Minneapolis, and past president of Com- 
mercial Law League of America. 

Forenoon Workshop: “Thinkshopping the 
Wearing Apparel and Shoe Credit Prob- 
lems of the Moment”, Discussion leader: 
Willard W. Thomas, general credit man- 
ager and secretary, Campus Sweater & 
Sportswear Co., Cleveland. 

Discussion to include: (1) “The Effects 
of a Rapidly Changing Economy on Wear- 
ing Apparel and Shoe Retailing”; (2) “The 
Ramifications of Opening and Operating a 
Specialty Store in a Suburban Shopping 
Center”; (3) “Counseling the Retailer on 
His Problems”; (4) “The Ethical Exchange 
of Credit Information”; (5) “Evaluating 
the Picture, the Operating Statement and 
the Balance Sheet Show”; (6) “Increasing 
Credit Department Efficiency”; (7) “Meas- 
uring the Effectiveness of Credit Depart- 
ment Operation”; (8) “What Should Be 
Done When a Letter Is Received Offering 
a Compromise Settlement?” 

Afternoon speaker: William P. Layton, 
educational director, National Association 
of Credit Management, New York. Subject: 
“Managerial Effectiveness—The Key to To- 
morrow”, 

Workshop: “What’s the Answer?” Dis- 
cussion leader: T. Douglas Oxford, assist- 
ant treasurer and general credit manager, 
General Shoe Company, Nashville. 

Discussion to include: (1) “Terms of 
Sale—Methods of Enforcement—Terms 
Chiseling”; (2) “Future Tax Outlook”; 
(3) “Are the Present Credit Policies of 
Our Industry Sound?”; (4) “Do You Set 
Credit Limits—How and Why?”; (5) Dan- 
ger of Building Volume with Marginal Ac- 
counts”; (6) “N.S.F. Checks—A Growing 
Problem”; (7) “Customer Mortality in Ap- 
parel Industry.” 

Industry luncheon at 12:30 p.m. Guest 
speaker: Warren Leslie, director of sales 
promotion, Neiman-Marcus Co., Dallas. 
Subject: “The Retailer Spotlights the Ap- 
parel Industry”. 


FR Studies Plan to Reduce 
Interest-Free Check Credit 


Federal Reserve has under study 
a proposal to extend to three days 
the time allowed by FR banks before 
crediting a sending commercial bank 
with the dollar amount of the check. 
The time interval now allowed is two 
days, on checks drawn in distant or 
temote locations. This would reduce 
the amount of “float” checks for 
which commercial banks receive in- 
lerest-free credit from the System. 
“Float” averages $1 billion. 


First Annual Seminar of Minneapolis 
Unit Covers the 1959 Economic Front 


ROM NACM president James H. 

Donovan’s emphasis on the im- 
portance of customer counseling, to 
other speakers’ discussions of such 
diverse subjects as the Federal 
budget, Federal Reserve’s credit pol- 
icies, small business, prices, and 
consumer distribution programs, the 
first annual Seminar sponsored by 
the Minneapolis Credit and Finan- 
cial Management Association set a 
brisk pace for the years to come. 

Important as is analysis of the 
financial statement, today’s credit 
executive is concentrating attentions 
also upon the personal aspects of 
management and learning to know 
the customer firsthand as a direct 
adjunct to augment the company’s 
profitable sales volume, said Mr. 
Donovan, assistant treasurer of 
Jones & Laughlin Steel Corporation, 
Pittsburgh. 

“Dynamic Credit and Financial 
Management for Maximum Econo- 
mic Progress” was the theme of the 
Seminar, presented by the School 
of Business Administration and the 
Center for Continuation Study on 
the University of Minnesota campus. 


Budget, Fiscal Policy Analyzed 


Leading off the program, Walter 
W. Heller, chairman of the depart- 
ment of economics. School of Busi- 
ness Administration. analyzed the 
Federal budget and its implications 
in Government fiscal policy and the 
overall Federal Reserve Board 
credit policy for this year. 

Panelists on the Economic Fore- 
cast for 1959 agreed that the general 
price level is not likely to rise ma- 
terially. Harold Lunde, assistant pro- 
fessor of economics at Macalester Col- 
lege, St. Paul, was moderator. 


Stock market prices are up be- 
cause corporation prices are up. 
James G. Peterson, vice president 
and director, J. M. Dain and Com- 


pany, Minneapolis, indicated. With 
an expected increase of $14 to $16 
billions before taxes this year, a 
new “normal” price may be estab- 
lished as a result, the 100 in attend- 
ance were told. 


Hendrick on Small Business 


Ted B. Hendrick, president of 
Collins-Dietz-Morris Company, Okla- 
homa City, 1957-58 vice president of 
NACM’s Southern Division, under- 
scored the very important and nec- 
essary function of small business in 
the economy. Bigness is a relative 
term, he pointed out. 

Speaking in a panel presentation 
on small business financing, C. Her- 
bert Cornell, president, Fidelity 
State Bank and Trust Company, 
Minneapolis. explained in detail how 
conventional bank financing as well 
as Government small business finan- 
cing may be obtained. Advancing 
the businessman’s viewpoint, W. L. 
West, president, Torit Manufactur- 
ing Company, St. Paul, told how 
these services can best be utilized 
by small companies in managing 
their working capital. 

A challenging and _ informative 
analysis of the marked changes tak- 
ing place in the distribution pat- 
terns of consumer goods was initi- 
ated by Robert S. Hancock, associate 
professor of the University’s School 
of Business Administration. 

Another pane! discussion, with 
Charles T. McGarraugh, vice presi- 
dent, Northwestern National Bank of 
Minneapolis, as moderator, brought 
out technical aspects of special fi- 
nancial arrangements to increase 
distribution of merchandise while 
limiting the credit risk. 

James Remington, credit manager, 
Minneapolis Honeywell Regulator 
Company, president of the Minne- 
apolis association, summed up the 
conclusions, forecasts and analyses. 





The editor of a newspaper asked his readers to send in remarhs 
on the subject, “Books that have helped me.” One of the replies 
was: “My mother’s cook book and my father’s check book.” 


—Anonymous 
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CALENDAR OF EVENTS IMPORTANT TO CREDIT 


cae RR SR eS TN ST 


63rd Annual Credit Congress 


cod 


Farco, NortH DAKOTA 

September 18-19 

North Central Credit Conference in- 
cluding Minnesota, North Dakota, 
Manitoba 


GRAND Rapips, MICHIGAN 

September 24-25 

Great Lakes Regional Credit Confer- 
ence, including Illinois, Indiana, 
Michigan and Wisconsin 


MINNEAPOLIS, MINNESOTA 

September 28-30 

American Petroleum Credit Associa- 
tion’s Annual Convention 


OmaHa, NEBRASKA 

October 14-16 

Tri-State Credit Conference, repre- 
senting Iowa, Nebraska and South 


Dakota 


MEMPHIS, TENNESSEE 
October 14-16 
All Southern Credit Conference 


¢ 


SYRACUSE, New YORK 

October 15-17 

Tri-State Credit Conference, includ- 
ing New York, New Jersey, Eastern 
Pennsylvania, and Maryland 


Cuicaco, ILLINOIS 
October 16-17-18 
Midwest Credit Women’s Conference 


4 


Boston, MASSACHUSETTS 

October 20-21 

New England District Credit Con- 
ference, including Connecticut. 
Maine, Massachusetts, New Hamp- 
shire, Rhode Island and Vermont. 


Quincy, ILLINOIs 

October 21-23 

Quad-State Credit Conference, : in- 
cluding Missouri, Kansas, South- 
eastern Iowa and Southern Illinois. 


¢ 


CLEVELAND, OHIO 

October 22-23 

Ohio Valley Regional Credit Confer- 
ence, including Ohio, Western 
Pennsylvania, West Virginia, Ken- 
tucky and Eastern Michigan. 


Territorial Credit Week in 
Hawaii Will Open April 20th 


Territorial Credit Week, which won 
widespread attention last year both 
in Hawaii and on the mainland, will 
be observed April 20-26. 

“Credit Sales” will be the theme 
of the event, to tie in with National 
Retail Credit Week of the same dates, 

Participating are the Hawaii As. 
sociation of Credit Men, The Credit 
Women’s Breakfast Club, and the 
Honolulu Retail Credit Manager § 
Association. 

George Harlo Brock of the Hawaii 
association is general chairman, 
Donald I. Sroat, Honolulu Electrical 
Products Co., heads publicity. 


Credit Not Used Enough to Develop 
Sales, Moran Tells Joint Meeting at Toledo 


iT 


ODERN credit management “is 

fully as salesminded as the sales 
department personnel, and as alert 
to development of maximum sound 
sales volume and profits as any 
executive of the company”, Edwin B. 
Moran, executive vice president, Na- 
tional Association of Credit Manage- 
ment, told a joint meeting of 300 
members of The Toledo Sales Execu- 
tive Club and The Credit Association 
of Northwestern Ohio. 

Credit as a sales tool is inade- 
quately understood and all too infre- 
quently used to develop sales, de- 
clared the faculty member of the 
National Sales Executives’ Graduate 
School of Sales Management and 
Marketing. He pointed out that the 
credit department should be and can 
be a prime factor in increased pro- 
duction and distribution. 

“Too tight credit policies can be 
as detrimental to your company’s 
sales volume as those which are too 
loose”, Mr. Moran emphasized. Last 
year’s credit policies may be obso- 
lete, and “it may be necessary to re- 
appraise, re-evaluate, re-juvenate and 
re-vitalize them if your company is 
to continue financially stable and 
strong”. 

The credit manager was the origi- 
nal researcher, the past president of 
the Chicago Sales Executives Club 
pointed out, in urging maximum co- 
ordination between sales and credit 
executives and personnel. 


“A predetermined credit line can 
be regarded as an individual account 
sales quota and so a challenge to the 
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salesman. Therefore, proper under. 
standing and appreciation of his com- 
pany’s credit and collection practices 
is vital to the salesman, not only in 
direct relation to sales volume bu 
also in advancement of good relations 
with customers. Furthermore, _ the 
credit executive’s counseling and de 
veloping of the marginal account can 
be a valuable asset to the salesman 
in these days of sharpened competi: 
tion.” 


The author of “The Credit Side 
of Selling” explained the one differ- 
ence in goals: “The sales manager 
strives for increased turnover of in- 
ventory whereas the credit manager 
strives for increased turnover 0! 
working capital”. 

The need for “more pre-analysis 
and less post-mortem” in credit man: 
agement, to maintain and improve 
sales volume and earnings, calls for 
the cooperation of field salesmen in 
“providing the credit manager with 
information and observations that 
may indicate trends of customer at: 
titude, actions and prospects. Thus 
there will be appreciable mutual ur 
derstanding of the human side of the 
balance sheet”. 

Credit managers, Mr. Moran ob- 
served, are spending more and more 
time in the field acquainting them: 
selves personally with the affairs and 
problems of their customers, and s 
augmenting company business. 

Presiding at the joint gathering 
was Lawrence Schiermyer, vice pret! 
dent, The Ohio Citizens Trust Com 
pany. T. O. Metcalf, Toledo Scale 


Corp., was program chairman. 
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Paut R. Gross steps up to treas- 
urer, United States Steel Corpora- 
tion’s U.S. Steel Supply Division, 
Chicago, from regional manager- 
treasury department. He succeeds C. 
H. Kraft, who has been transferred 
to the corporation’s New York offices 
as executive assistant—treasury de- 
partment. Past president of the Chi- 
cago Association of Credit Men, Mr. 
Gross served as vice general chair- 
man of the 59th Credit Congress 
(Chicago 1955), also as chairman of 
the Iron and Steel Industry Group. 
He began with U.S. Steel in 1948 
as credit representative in the Chi- 
cago office. 






















Wituiam F. Baker, formerly dis- 
trict credit manager, succeeds Mr. 
Gross in the position of regional 
manager —- treasury department. 
United States Steel Corporation. 
Chicago. Mr. Baker began with the 
company in 1948 as a management 
trainee, following graduation from 
Westminster College (Pa.). He 
holds the Executive Award of the 
NACM Graduate School of Credit 
and Financial Management, Dart- 
mouth (1954), and is a faculty 
member, Northwestern University 
evening division. 




















Company President Now, He 
Bartered Hay, Hogs in °30’s 


His first job, in 1932 following 
graduation from University of Colo- 














Executives in the News 


rado, involved liquidating accounts 
of two lumber yards, an activity 
which consisted primarily of accept- 
ing hay, hogs, honey or harness in 
lieu of cash. Resourcefulness proved. 
Clark R. Gittings went into whole- 
sale lumber sales, now is president 
of Gittings Lumber Company, Inc., 
Denver. He recently was named 
president of the Rocky Mountain As- 
sociation of Credit Men. 

Mr. Gittings is cochairman Build- 


ing Materials & Construction Indus- 


try Group, for the forthcoming 
NACM Credit Congress, in Dallas. 
He is chairman lumber division of 
Denver Markets, Inc., director Colo- 
rado University Alumni Club, was 
Navy flight instructor in World War 
II. (For photograph of Mr. Gittings 
receiving the gavel of office, see 
page 28.) 


Haugen Named Chairman of 
Oliver’s Financial Committee 


Bernhart Haugen, vice president 
and treasurer of The Oliver Corpora- 
tion, Chicago, since 1944, and a 
member of the 
board since 
1952, has been 
appointed chair- 
man of the cor- 
poration’s newly 
created financial i 
committee. Thir- » 
ty-year employee | 
of the organiza- 
tion, Mr. Haugen B. HAUGEN 
began with Oliver as assistant con- 
troller, advancing to controller in 
1931, to controller and treasurer ten 
years later. Mr. Haugen ‘is a native 


of Rice Lake, Wis. ee 





If a man wants to borrow 
trouble, he never needs col- 
lateral. 


—Anonymous 
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Head of Tile Firm Serves 
Many Facets of Industry 


Career and industry posts held by 
Carl V. Cesery, president and gen- 
eral manager of Jacksonville (Fla.) 
Tile Company, and owner and op- 
erator, Capital Tile Company, Tal- 
lahassee, reflect devotion to his chos- 
en career. Mr. Cesery currently is 
president of NACM North Florida 
unit, president Tile Contractors As- 
sociation of Duval County, president 
Georgia Tech Alumni Association of 
North Florida, vice president Ki- 
wanis Club’ of So. Jacksonville. In 
addition to former presidencies of 
national tile, marble and _ terrazzo 
associations, Mr. Cesery presently 
holds a number of national commit- 
tee posts in the industry. 

Native son of Jacksonville, Mr. 
Cesery was graduated from Georgia 
School of Technology, Atlanta, and 
completed law studies at Southeast- 
ern University. 


Chesapeake District Is Home 
Base for Education, Career 


Preston A. Littleton is that rarity, 
a native Washingtonian (D.C.). 
Whether being born in the nation’s 
capital automatically qualifies one to 
be called a “capitalist,” there’s no 
doubt of Mr. Littleton’s qualifica- 
tions as credit sales specialist, by 
virtue of company title and now elec- 
tion to president of Washington As- 
sociation of Credit Men, Inc. Mr. 
Littleton, since 1956 Chesapeake dis- 
trict credit manager, General Electric 
Company, sales and distribution de- 
partment, was educated at George- 
town University, formed the General 
Electric Credit Corporation, Wash- 
ington, D.C. office in 1945, became 
district credit manager, GE Supply 
Company, 1948. 

Three branches of GE Chesapeake 
district are Association members. 





Al 


Reports from the Field 


NEWARK, N. J.—Financial editors roundtable presented by the 
New Jersey Association of Credit Executives had this im- 
pressive panel: Elmer C. Walzer, financial editor, United Press 
International; Thomas E. Mullaney, financial and business 
editor, New York Times; Edward J. Burke, business and 
financial editor, Newark News; and Walter Breede, Jr., Asso- 
ciated Press financial columnist. S. Guernsey Jones, vice presi- 
dent, National Newark & Essex Banking Company, past presi- 
dent of the New Jersey association, was moderator. 


DALLAS, TEXAS—Phillip E. Coldwell, director of research, 
Federal Reserve Bank of Dallas, speaker at the luncheon meet- 
ing of The Dallas Association of Credit Management, Inc., dis- 
cussed economic trends. 

“Tales of Management and Credit from the Middle East” 
was the intriguing title of a talk by Dr. Paul Geren, executive 
director, Dallas Council on World Affairs, and executive vice 
president, Baylor University, at a subsequent meeting of the 
association which was attended by S. J. Haider, vice president. 
NACM, in Dallas for the forthcoming Credit Convention. 

Joining the ranks of seven other Dallas association recipients 
of the Fellowship Award of the National Institute of Credit 
are: T. M. Cox, James H. Evans, P. FE. Gade and W. P. 
Garrett, Jr. 


SAN FRANCISCO, CALIF.—Frank G. Macllroy, vice president- 
general manager, Office Overloads Div., Western Employers 
Service, San Francisco, addressed the meeting of the National 
Institute of Credit of the Credit Managers Association of No. 
and Central California. Trends of office management received 
particular attention. 


KANSAS CITY, MO.—Education for credit was theme of William 
Layton, director of education, NACM. speaker at the Kansas 
City Wholesale Credit Association luncheon meeting. Mr. Lay- 
ton presented the Associate Award, National Institute of Credit. 
to Andrew R. Murphy, Universal Atlas Cement Co. 


NEW ORLEANS, LA.—New Orleans Herd, Royal Order of 
Zebras, elected Wilbur Babin, of Geo. H. Lehleitner & Co.. 
Exalted Superzeb. Other new officers are: John Hillebrand, 
Dixie Packing Co., Arabi, La.; Phil Gardner, Philip Quaglino 
Tobacco Co.; Karl Weikert, Airtemp Div., Chrysler Corp., and 
Elliott Smith, Moore Steel, Inc.,. New Orleans. J. B. Charles. 
New Orleans Credit Men’s Association, is Zebretary. 


NEW YORK, N. Y.—Hon. Irwin D. Davidson, of the Court of 
General Sessions, was principal speaker at the 64th annual 
banquet of the New York Credit and Financial Management 
Association, which brought together some 1,200 executives 
and guests. James H. Donovan. president, National Association 
of Credit Management, was an honored guest. 


PITTSBURGH, PA.—“Future of Instalment Financing” was sub- 
ject of Thomas W. Gormly, vice president. Peoples First 
National Bank & Trust Co., at the regular Credo luncheon 
meeting of The Credit Association of Western Pennsylvania. 

Worthy of note, these subsequent Credo meeting speakers 
and their topics: Robert Vickers, manager, National Credit 
Office, automotive credit service div., Detroit, “Automotive In- 
dustry and Your Business in 1959”; Franklin Blackstone. Jr.. 
assistant United States attorney, “Statute of Limitations under 
the Uniform Commercial Code”; Jerome C. Bachrach, partner. 
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Bachrach, Sanderbeck & Co., “The Corporate Choice to Elimin. 
ate Corporate Taxes.” At the Credo meeting sponsored by th 
Construction Materials Credit Group, Alan S. Christner, vic: 
president, Mellon National Bank & Trust Co., discussed “Con. 
struction Loan Financing.” 

At the meeting of the Foreign Credit Club of the associa. 
tion, William A. Slugg, assistant manager, Insurance Company 
of North America, Cleveland, had as his subject “Pitfalls jn 
Ocean Marine Insurance.” 

NACM President and Mrs. James H. Donovan were pre 
sented an engraved silver water pitcher at a party of the 
Pittsburgh Credit Women’s Group. 

“Important Indicators of Financial Progress” was topic of 
David T. Snowdon, assistant vice president, Mellon Bank, a 
a regular meeting of the women’s group. 


HARTFORD, CONN.—Edwin B. Moran, executive vice _presi- 
dent, National Association of Credit Management, was speaker 
at the membership meeting of the Hartford Association of 
Credit Men. His topic was “Increased Services and Facilities 
to Aid the Credit Executive.” 


CLEVELAND—Bank Night meeting, jointly sponsored by 
the Cleveland Association of Credit Men and Central National 
Bank of Cleveland, had as speaker Raymond Rodgers, profes 
sor of banking, New York University, school of business ad: 
ministration, member faculty NACM Graduate School of Credit 
& Financial Management, Dartmouth. 


SPRINGFIELD, MASS.—“Credit Policy, Method of Operations’ 
was topic of panelists from Boston Association of Credit Men 
at the dinner meeting of Western Massachusetts Association 
of Credit Executives. Raymond T. Custer, Graybar Electric 
Co., was moderator. Panelists included J. Franklin Smith, 
Monsanto Chemical Co.; James P. Keddy, Admiral Distributors. 
Boston div. of Admiral Corp. Miss Jeanne Turner, Hampder 
Electric Supply, is president of the Springfield association. 


ST. LOUIS, MO.—Dr. Ernest Brandenburg, dean of University 
College and associate professor of speech, Washington Uni- 
versity, guest speaker at the meeting of the Credit Women: 
Club of St. Louis, had for his theme “You're Never Too Dll 
to Learn.” 


ROCHESTER, N. Y.-—-Federal Reserve policies were  subjec' 
of Carl H. Madden, assistant secretary, Federal Reserve Bank 
of New York, at the “Bankers Nite” meeting of the Rochestet 
Credit & Financial Management Association. 

Dr. Harold C. Passer, economic analyst, Eastman Kodsk 
Co., at the meeting of the association’s Management Discus 
sion Group, projected his analysis of economic factors. 


GREEN BAY, WIS.—Dr. Beryl W. Sprinkel, Harris Trust § 
Savings Bank, Chicago, author and economic advisor, was gue* 
speaker at the dinner meeting of the NACM Northern Wiscor 
sin-Michigan Unit. 


DAYTON, OHIO—Dr. Carl C. Byers, Cleveland educator and 
lecturer, addressed the Dayton Association of Credit Me 
dinner meeting. Dr. Byers titled his talk “Time Out {0 
Laughter.” 


BOSTON, MASS.—Arthur T. Wasserman, attorney, discussed th 
Uniform Commercial Code at the past presidents’ night mee! 
ing of the Boston Chapter, National Institute of Credit. 
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Highlights from COMMERCIAL CREDIT'S 
47th ANNUAL REPORT 


FINANCE 
COMPANIES 
Wholesale Financing 
Instalment Financing 
Commercial Financing 
Equipment Financing 
Fleet Lease Financing 
Rediscounting 

Direct Loans 
Factoring 


INSURANCE 
COMPANIES 


Automobile Insurance 
Credit Insurance 
Health Insurance 

Life Insurance 


MANUFACTURING 
COMPANIES 


Pork Products 
Metal Products 


Heavy Machinery 
and Castings 


Malleable, Grey Iron and 
Brass Pipe Fittings 


Metal Specialties 


Roller and Ball Bearing 
Equipment 


Machine Tools 

Toy Specialties 
Pyrotechnics 
Printing Machinery 
Valves 
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GROSS INCOME 


NET INCOME: 


Net income before interest and discount charges 


Interest and discount charges 


United States and Canadian income taxes_ 
Net income credited to earned surplus 


Net income per share on common stock 


Common shares outstanding at end of period 


RESERVES: 


Reserve for losses on receivables 


Net income from current operations, before taxes 


Unearned income on instalment receivables.___...............-- ler! 


Unearned premiums—insurance Companies. 


Available for credit to future operations. - - 


Operations shown separately are, briefly: 


FINANCE COMPANIES: 


Gross receivables acquired: 
Motor, finance leases and farm equipment 


and other retail instalmeni_.__._._.____- 


Motor, farm equipment and other 
wholesale notes and advances 


Factoring, open accounts, notes, etc... _._- 
Direct and personal loans___........_.--- 
Total receivables acquired_._.____. 


Total receivables outstanding December 31__ 
Net income of Finance Corspanies_____.___- 


INSURANCE COMPANIES: 


Written premiums, prior to reinsurance_____- 


Earned premiums 


Net income (including Cavalier Life 
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MANUFACTURING COMPANIES: 


MN cen A ee 
| ie on 


1958 
$ 163 672 045 


$ 90 980 103 
42 732 824 
$ 48 247 279 
21 4 
$ 26 802 391 
$5 29 
5 066 255 


$ 18 617 824 

79 137 245 
__27 954 932 
$ 125 710 001 


$ 768 708 228 


1 105 596 313 
1 195 540 684 
__154 641 630 
$3 224 486 855 
$1 338 455 714 


$ 16 257 950 


$ 27 727 167 
30 052 311 


7 906 844 


$ 133 233 066 
2 637 597 


Offering services through subsidiaries in more than 400 
offices in the United States and the Dominion of Canada. 


COMMERCIAL CREDIT ComMPANY Baltimore 2, Maryland 


Copies of our 47th Annual Report available upon request 


1957 
$ 174 725 311 


$ 98 963 983 
47 699 540 
$ 51 264 443 
___ 24 367 474 
$ 26 896 969 
$5 33 
5 045 565 


$ 19 170 217 
80 900 216 
31 915 207 


$_131 985 640 


$ 918 171 114 


1 553 479 488 
1 227 421 903 
__131 365 861 
$3 830 438 366 
$1447 184 063 


$ 15 824 956 


$ 34 632 251 
35 161 496 


6 820 050 


$ 136 321 975 
4 251 963 





